SheNATIONAL 
UNDERWRITER 


WHO SAYS YOU'RE T00 OLD ! It’s a fact—there’s 


six times the chance of being disabled by sickness between 
ages 60-65 as there is between 55-60. It’s a fact—and a 
more than ever welcome one—that Union Mutual offers 
sickness insurance on a Non-Cancellable, Guaranteed Re- 
newable basis to men between 55 and insurance age 60— 
and also has policies that provide for benefits not just to 65 
but to the age of three-score-years-and-ten. @ When it 
comes to these ages, Union Mutual is the only company on 
the market offering five year Non-Can sickness protection. 
This is worth remembering when you want to tap the worth- 
while older market for Non-Can coverage. 


2 Ways to Better Days for Your Prospects 
UM Pioneer 60 


Here’s Non- Can Sickness and Accident protection, 
issued up to insurance age 60, whch gives your customer 
a full five years of coverage if disability strikes before 
his 65th birthday. 


UM Colonial 120 


If disability strikes before age 65 this contract provides 
Sickness and Accident benefits for a full period of 10 
years or up to age 70. Accident protection? Everybody 
has it. But sickness to age 70? Only UM has it! 


MUTU AL LIFE INSURANCE COMPANY 
OF PORTLAND, MAINE 
Canadian Head Office — Montreal, P. Q. 
America's Eighth Oldest Life Insurance Company. 


Rolland E. Irish, President * John R. Carnochan, Vice President 
in Charge of Agencies. 
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Group Men Know... 


territorially, 
CAC offers ° 
elbow room 





Why could it be important 
to you that Continental 

is licensed in all 48 states, 
D.C., Canada, Alaska 

and Hawaii? 





Suppose you have a big multi-location group 

case. With us it is never Yes some places, No other 
places. It is Yes everywhere—and only 

five other companies offer the advantage 

of such broad territorial coverage. 


Write fer Your Free Copy 
“CONTINENTAL GROUP COVERAGES” 


A comprehensive and practical 
guide to assist in formulating 
group plans right in the field. 





Continental Assurance Cor i : 


Agency Department 
SUITE 504 
310 SOUTH MICHIGAN AVENUE 


CHICAGO 4, ILLINOIS 
ONE OF THE CONTINENTAL COMPANIES, CHICAGO 
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One of America's Leading 
Fraternal Life Insurance Societies 





The Aid Association furnishes up-to-date sales kits, numerous 
promotional items, and modern plans of insurance to assist its field 
men in their selling efforts. New representatives attend Home Office | 
indoctrination schools, and are further trained by their general 
agents, and through Home Office correspondence courses. 


Aid Association for Lutherans 
Legal Reserve Fraternal Life Insurance 
Home Office: Appleton. Wisconsin 
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Public Relations Is 


Dominant Theme af 


| A&H Agents’ Meet 


Leonard McKinnon 
| Elected President at 
Omaha Convention 


By WILLIAM B. BORGEL 


| The 1954 convention of International 
Assn. of A & H Underwriters in Omaha 
this week developed into one in which 
| public relations 
became the big- 
gest and seeming- 
ly all-important 
subject. Prompted 
by the urgency of 
current necessity 
public relations 
came up directly 
or indirectly dur- 
ing every session, 
and in the impor- 
tant trade associa- 
tion panel session, 
for one, the prob- 
lem of public relations was dealt with 
| by every one of six speakers rep- 
resenting as many company and agen- 
cy organizations interested in the 
| A&H business. 





Leonard McKinnon 


| Ways in which the problem can be 
| met, is being met, or will be met 
‘ were suggested, discussed, reported up- 
on, and acted upon. Consensus of opin- 
ion was that it needs to be dealt with 
at all levels in the association, from 
the individual field underwriter to lo- 
| cal, state, and national action and then, 
| too, in organization action of other as- 
| sociations interested in whole or in 
part in the A&H business. It was also 
agreed that the individual field under- 
writer—the agent—is the person of the 
greatest individual importance in the 
, matter. It was implied that, after all 
is said, the fact still remains that he is 
| the actual representative of A&H in- 
surance to the public, and thereby the 
one vital personal influence that can 
Cg public opinion to be good—or 
ad. 


The new president is Leonard Mc- 
Kinnon of McKinnon & Mooney agen- 
cy, Flint, Mich., with 30 years in the 
business. He was elevated from the of- 
fice of vice-president which he held 
for the past year, when he also served 
as chairman of the public relations 





| committee. He has been active in A&H 


affairs nationally for several years. 

Vice-presidents are Clifford E. Mc- 
| Donald of International Fidelity, Dal- 
las, who was reelected, and Howard 
Nevonen of Washington National, Los 
Angeles. Jay DeYoung: of DeYoung- 
Kummerow, Chicago, was again re- 
elected controller. 

Reelected to the executive board for 
a term of three years was John G. 
Galloway, Provident Life & Accident, 
Birmingham, who was made president 

(CONTINUED ON PAGE 13) 








Six Speakers Listed 
for NALU Convention 


Six of the principal speakers who 
will address the annual convention of 
National Assn. of Life Underwriters at 
Boston Sept. 20-24 have been an- 
nounced by NALU trustee A. Jack 
Nussbaum, Massachusetts Mutual, Mil- 
waukee. The convention theme is 
“How to Sell More Life Insurance.” 

Gov, Herter of Massachusetts will be 
the main speaker at the opening gen- 
eral session Wednesday morning, Sept. 


Principal speakers and their subjects 
for the Thursday morning general con- 
vention session will be John F. Griff- 
frig, asststant district manager John 
Hancock, Oakville, Conn., “The Man 
with Endurance”; Ernest D. Haseltine, 
Jr., agent of Northwestern Mutual, 
Haverhill, Mass., “Work Smarter, Not 
Harder”, and C. S. Ohsner, independ- 
ent producer, Columbus, O., “Business 
Life Insurance in Today’s Market.” 

Sharing the spotlight on the Friday 
morning general convention session 
will be Samuel J. Foosaner, Newark 
lawyer, who will talk on important 
changes in taxation of life insurance 
under the 1954 internal revenue code, 
and Fred G. Kimball, manager of basic 
training for New York Life at New 
York City, whose subject is “Are You 
Planning for Failure.” 

Mr. Griffing entered life insurance 
in 1950 and in 1953 was the Hancock’s 
top combination agent. Mr. Haseltine, 
a CLU and MDRT member, has ad- 
dressed many life underwriter associa- 
tions. Mr. Ohsner has an average size 
case of $100,000 and 95% of his produc- 
tion is business insurance. He is on the 
Purdue course faculty. Mr. Foosaner, 
a tax authority of national reputation, 
is federal tax editor of Trusts & Estates 
Magazine and is tax counsel to Bankers 
National Life. Mr. Kimball, a CLU, is 
a former associate director of the Pur- 
due course and has taught CLU and 
LUTC classes. 


MDRT MEET UNDER WAY 


Gilmore Calls SS 
Proposals Modified 
Townsend Plan 


CORONADO, CAL.—“A modified 
Townsend plan” was the way President 
Robert C. Gilmore, Jr., of National 
Assn. of Life Underwriters described 
the pending social security bill at the 
opening session of the Million Dollar 
Round Table here. He warned the con- 
tinued liberalization of social security 
payments will reduce the incentive to 
save and will be detrimental to the 
entire national economy. 

On hand for the sessions are some 
500 MDRT members. In opening the 
meeting Chairman G. Nolan Bearden, 
New England Mutual, Beverly Hills, 
Cal., mentioned that 347 of the record 
number of 1,492 members are first- 
time qualifiers and added that “our 
greatest obligation is to assist these 
men and gear our program to inspire 
them to repeat.” 

In his discussion of the inroads of 
social security, Mr. Gilmore pointed 
out that the maximum payment to 
widows and dependent children is 
being boosted to $200 as against the 
present family maximum of $168.75 
and this $200 maximum is “only a 
start.” 

“Authoritive sources in Washington 
are already saying that a movement is 
under way to ask for an increase in 
the maximum next year to $250 per 
month,” he said. “This attitude of lib- 
eralization is growing despite the fact 
that present methods of operating the 
system are not even on a sound basis 
today. Each $24 of social security liabil- 
ity at the present time is backed up by 
only $1 of reserves and even that dol- 
lar is only a theoretical one. Despite 
this, the thinking among politicians is 

(CONTINUED ON PAGE 19) 











Late News Bulletins... 








Paul Revere Agency Staff Adds 3 


Paul Revere Life and Massachusetts Protective have named Marshall E. 
Hammergren, with the company since 1945, as supervisor of the northwest ter- 
ritory at Seattle and Edwin L. Sharpe, who has been in insurance since 1934, 
as administrator of the 11-state south-central territory from his Dallas head- 
quarters. Paul E. Dewey, formerly Mutual of New York assistant agency man- 
ager at Dayton, O., has joined the staff in a training capacity. 


N. Y. Life Advances Six Field Agency Officers 


NEW YORK—New York Life has promoted six field agency officers, created 
two new geographical field divisions in the agency department, reassigned cer- 
tain field executives and established field division headquarters in Boston, 


Atlanta, Kansas City and Philadelphia. 


Don Parker, field vice-president of the middle Atlantic division, succeeds 
Paul A. Norton as regional vice-president of the eastern region, comprising 
northeastern, middle Atlantic, and southeastern divisions and the newly cre- 
ated greater New York division. Mr. Norton became a vice-president in the 


agency department last March. 


James D. Dunning, assistant vice-president at the home office, is promoted 
to superintendent of the northeastern division, with headquarters in Boston. 
(CONTINUED ON PAGE 20) 





Result of Protest: 
25-Case Minimum D 
OutofU.S.Group 


Requirement Hurt Prestige 
of Companies Not Qualifying, 
Senate Committee Told 


WASHINGTON—The requirement 
in the proposed federal employes’ 
group insurance plan that any reinsur- 
er have at least 25 employe groups on 
its books was vigorously attacked by 
E. J, Schmuck, general counsel of 
Acacia Mutual, at the hearing held by 
the Senate postoffice and civil service 
committee on the bill setting up the 
projected group plan. 

As a result of Mr. Schmuck’s pro- 
tests and those of David L. Kreeger, 
vice-president and general counsel of 
Government Employes Life of Wash- 
ington, D. C., the committee is remov- 
ing the 25-case requirement from the 
bill. This means that a company hav- 
ing any group life whatever on its 
books, even on its own employes, can 
share in the case as a reinsurer. The 
requirement would be a matter of 
moment particularly to companies 
doing a considerable business with 
government personnel and hence con- 
scious of the effect on their prestige of 
being excluded from participation in 
the group plan. 

e e _ 

An additional result of removing the 
25-case minimum requirement for re- 
insurers is that companies specializing 
in group creditor insurance will be 
entitled to a share of reinsurance based 
on their entire group writings, even 
though they have no employe group 
cases at all. 

Mr. Schmuck was speaking not only 
for Acacia but for two other District 
of Columbia companies, Equitable Life 
and People’s Life. He declared that the 
requirement is not necessary to the 
basic plan, has no relation to the fi- 
nancial soundness of the insurers, and 
appears to give the stamp of govern- 
ment approval to some companies while 
denying it to others. 

e e e 

Pointing out that the selling of life 
insurance is highly ,competitive, Mr. 
Schmuck said that in the absence of 
some substantial advantage to the gov- 
ernment or its employes a provision 
should not be adopted that would per- 
mit unscrupulous agents to disparage a 
company’s inability to meet a “mean- 
ingless, artificial and unnecessary re- 
quirement.” 

While it has been said that opening 
the plan to all sound companies as re- 
insurers would create administrative 
problems, Mr. Schmuck said this argu- 
ment lacks substance. He said any 
problems could be solved by the civil 
service commission under the authority 
it has over the circumstances in which 
insurance is ceded. 

Much of the first day was taken up 
with testimony of Philip Young, chair- 

(CONTINUED ON PAGE 19) 
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AT UNION MUTUAL MEET 


Calls Non-Can Best 
Answer to Current 
Criticism of AGH 


The only sound answer to current 
criticism of A&H is non-cancellable and 
guaranteed renewable coverage, the 
line in which Union Mutual specializes, 
Vice-president Alfred W. Perkins of 
Union Mutual told the company’s four- 
day managerial conference at Kezar 
Lake, Me. 

“Many companies are changing to 
this type of coverage and all the new 
ones coming into the business are 
starting out on a guaranteed renew- 














Alfred W. Perkins 


Rolland E. Irish 


able basis,” he declared. He stressed 
the foresight of President Rolland E. 
Irish in putting Union Mutual into the 
non-can business a decade ago. 

Mr. Perkins also discussed the pro- 
posed government A&H reinsurance 
program. 

Mr. Irish welcomed the managers at 
the opening luncheon meeting. Follow- 
ing his introduction of managers who 
had joined the company during the 
past year, Mr. Irish outlined changes 
in management personnel to be an- 
nounced in the near future. 

John R. Carnochan, agency vice- 
president, said that to get best results 
the agency department and the man- 
ager should work together as a team. 

Robert C. Russ, vice-president in 
charge of group and employe benefit 
sales, outlined the new small group 
plan, designed for the large market of 
small businesses, generally firms em- 
ploying 10 to 25 people, that cannot 
qualify for regular group coverage. 

Principal new recruiting aid intro- 
duced was the entirely new “basic in- 
come plus” financing plan for full- 
time agents. The importance of getting 
new agents into production rapidly was 
emphasized. 

Mr. Carnochan outlined policy and 
underwriting changes that will be an- 
nounced shortly. Disability income has 
been made available on a wider range 
of life policies; the substandard rate 
has been liberalized and a new manual 
has been issued covering the new and 
more liberal occupational ratings. 

The competitive position of Union 
Mutual policies was outlined by Mi- 
chael J. Denda, resident vice-president 
at New York City. 





Ogden Elected at L. A. 


Los Angeles Assn. of Life Under- 
writers at its annual meeting elected 
Robert B. Ogden, Jr. associate general 
agent of Occidental Life of California, 
president. He succeeds Edward Neisser, 
Massachusetts Mutual Life. Other of- 
ficers elected are: 1st vice-president, 
Fred W. Pierce, Connecticut General 
Life; 2nd vice-president, Charles P. 
Housman, manager Guardian Life, sec- 
retary-treasurer, Richard M. Baker, 
Mutual Benefit Life. 

National quality awards went to 229 
members. 


V. J. Skutt Is Host 
to 100 at AA&H 
Agents’ Convention 


About 100 were in attendance at the 
breakfast meeting during the conven- 
tion of International Assn. of A & H 
Underwriters given by President V. J. 
Skutt of Mutual Benefit H. & A. in 
honor of the association’s outgoing 
going president, Thomas Callahan, and 
in honor of the newly elected presi- 
dent of Health & Accident Underwrit- 
ers Conference, Joseph Scherr of Inter- 
Ocean who was unable to attend but 
was represented by Roy MacDonald of 
the conference. Guests included about 
10 former presidents of the association, 
present and past members of the ex- 
ecutive board, members of the Omaha 
convention committee, and Mutual 
Benefit and United Benefit representa- 
tives. 

The breakfast get-togethers in the 
past, with Mr. Skutt as host, have been 
held at annual conventions of the con- 
ference, and they have become a sort 
of tradition in association-conference 
relations. 

“It has been my belief for a long, 
long time,” Mr. Skutt said, “that there 
should be a closer relationship between 
the conference and the association.” 
He lauded President Callahan for his 
association work during the year when 
he visited 46 states and provinces of 
Canada. 

A highlight of the meeting was the 
showing of the colored film, “Two 
Cheers for Charlie,” produced by Mu- 
tual Benefit and United Benefit. 
“Charlie” is a sales representative of 
those companies and the movie tells of 
the good results of his insurance work 
in the cases of two families to whom 
he succeeded in selling coverage, and 
the financial tragedy in a third family 
where the father failed to buy and 
later became permanently disabled. 

It drives home to insurance people 
and the public alike the ways in which 
adequate A&H and life insurance can 
protect the family man’s loved ones, 
particularly in making possible, as in 
this story, the completion of the edu- 
cation of a lovely daughter in each of 
the two protected families, while in 
the third family the daughter had to 
leave high school and go to work. The 
part of “Charlie” is excellently por- 
trayed as an ideal agent who is a 
friend, benefactor, and public relations 
expert in various ways. 





Indiana Leaders Club 
to Fight Govt. Group 


“It is time for legislators to know 
how the street agent feels about the 
continued socialistic trend being taken 
by the federal government,” Francis H. 
Davis, Indianapolis Life, Marion, pres- 
ident of Indiana State Assn. of Life 
Underwriters, told the executive com- 
mittee of the Life Insurance Leaders 
Club of Indiana, at their meeting in 
Indianapolis. Mr. Davis also pointed 
out that the street agent is the only 
segment of the life insurance business 
which has not been considered or con- 
sulted in the matter of government 
expansion. 

Harry V. Foreman, Wisconsin Na- 
tional, Kokomo, president of Indiana 
Leaders Club, pledged the assistance 
of that group in helping the state and 
National associations fight the govern- 
ment employe group insurance pro- 
posal. 

The club will sponsor a week-long 
seminar on the new social security 
act, and the new federal tax code at 
the Purdue School some time this sum- 
mer. 





=f 


Three Hoosier; 
from Indianapolis 
pictured at the 
Omaha A&H 
gathering: Spat. 
ford Orwig, Orwig 
agency; J. E. Whi- 
ttington, Monarch 
Life general agent, 
and Charles Ff, 
Ray, manager of 
the A&H depart. | 





ment of Indiana. 
polis Life. 








Canada Agency Men 
Elect H. E. Lumsden 


H. E. Lumsden, assistant general 
manager of Northern Life Assurance, 
was elected chairman of the life agen- 
cy officers section of Canadian Life In- 
surance Officers Assn. at the annual 
meeting at Montebello. Other officers 
elected were: Vice-chairman, A. Gor- 
don Nairn, Prudential, Toronto; ad- 
visory council, M. A. Gay, Alliance Na- 
tionale, Montreal; H. I. Weir, London 
Life, London, Ont., and M. R. Hamil- 
ton, Imperial Life, Toronto. 

J. K. Macdonald, president of Con- 
federation Life, led off the session by 
describing the role of the agency of- 
ficer in a life insurance company. He 
was followed by E. J. Moorhead, as- 
sociate actuary, New England Mutual 
Life, who discussed some of the prob- 
lems between the agency officer and 
the actuary. Concluding speaker was 
C. J. Zimmerman, managing director 
of LIAMA. 

Bruce R. Power, secretary of Cana- 
dian Life Officers Assn., delivered 
a comprehensive paper on “Commer- 
cial Health Insurance in Canada’ at 
the first Canadian medical care con- 
ference in Quebec City. 


Franklin Life Names Phelps 


Eastern Colorado Manager 


Horace F. Phelps, Jr., formerly a 
Connecticut Mutu- 
al Life personal 
producer, super- 
visor and broker- 
age manager in 
Colorado and Wy- 
oming, has been 
appointed regional 
manager of east- 
ern Colorado for 
Franklin Life. 

Mr. Phelps, with 
headquarters at 
Denver, will di- 
rect the appoint- 
ment of agents 
and general agents 
in the area. 





Horace F. Phelps 





T. M. Harrison in New Post 

Columbian Mutual Life of Tennessee 
has appointed Thomas M. Harrison su- 
perintendent of agencies. He entered 
the business with Shenandoah Life at 
Jackson, Tenn., in 1945, becoming 
general agent there for Pilot Life in 
1947 and was transferred to Pilot’s 
Memphis agency in 1950. 





Davis Joins State Mutual 

Robert D. Davis has been appointed 
brokerage supervisor of State Mutual 
Life’s L. J. Randall agency in St. Paul. 
Mr. Davis has been in life insurance in 
Minnesota since 1934. 





Prudence Life of Chicago has been 
admitted in Kentucky and Michigan. 


Hope Seen for | 
Restoring A&H 
Tax Exclusion | 


WASHINGTON—Prospects are re- 
garded as good for restoring to the 
new tax bill a reasonable income-tax | 
exclusion for employes receiving loss- 
of-time benefits under A&H policies 
paid for by employers, including statu- 
tory disability. The bill is scheduled to 
be reported out by the Senate finance 
committee late this week, so the 
changes would have to be made in the 
conference committee. 

The House version removed the pres- 
ent unlimited exclusion for all em- 
ployer-paid loss-of-time benefits, in- 
sured or uninsured, but the Senate re- 
moved this. The Senate version would 
also delete the House version require- 
ment that employer-paid medical ex- 
pense plans meet certain requirements 
to make sure they do not discriminate , 
in favor of better-paid employes. 

The $100-a-week limit is not re- 
garded as objectionable by insurers 
but the complete absence of an ex- 
clusion would do much to destroy the 
attractiveness and salability of group 
A&H insurance. | 

Benefits for hospital and medical 
expenses are not involved nor are ben- 
efits paid for by the employe himself. | 
All of these would continue to be non- 
taxable, as under present law. Work- 
men’s compensation benefits would 
also continue to be excluded from tax, 
even for loss of time. 





St. Louis Association | 


Names Rench President 


William E. Rench, general agent of 
National Life of Vermont, has been 
elected president of St. Louis Life Un- 
derwriters Assn. and thus becomes the 
second son in the association’s history 
to follow his father into the presidency. 
His father, the late Fred T. Rench, who 
died in 1952, was president in 1939-40. 

The only other father-son combina- 
tion to be president of the group was 
the late John W. Estes, then manager 
for Aetna Life, who was president in 
1913-14, and his son, Welborn Estes, 
Occidental Life of California general 
agent, who headed the association in 
1940-41. | 





Named 1st vice-president was Elmer 
W. Pounds, Fidelity Mutual Life, and 
2nd vice-president, William T. Kieffer, 
State Mutual Life. Miss Dollie Zimmer, 
Northwestern Mutual, was elected to 
head the women’s division. 





Anderson Promoted at Dallas 

C. R. Anderson has been promoted 
to division manager of the Dallas 
ordinary agency of Prudential. He will 
supervise agency activities in 10 cen- 
tral Texas cities. He joined Pe | 
tial in 1950. 
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— “No other company could 
have made it so easy” 

are re- | Lake Charles, Louisiana 
to the April 23, 1954 
-ome-tax —— 
ing loss- JOHN B. SANDERS Mr, Francis J. O’Brien, Vice President 

policies The Franklin Life Insurance Company 
and A temenaiiiomes Springfield, Illinois 
» finance | airline pilot, John Sanders Dear O’B: 

So the had no sales experience It wasn’t just luck and hard work; it was Franklin 
je in the | before coming to Franklin Specials. You don’t fly an airplane for seven years 
siaciiales | in November 1948. and then suddenly make $10,000 the first year in 
peng Here are some of his business without a little help. 
fits, in- | accomplishments: These same Specials have made each year more 
nate re- President Lake Charles gratifying than the previous. At first they provided 
mn would | Underwriters Ass'n; the money necessary for my family needs, and later, 
require- | V. P. Louisiana Under- they provided the money which built the Lake 
lical ex- writers Ass’n; Million Charles Agency. These are the tools that attracted 
irements | Dollar Round Table; our top flight producers, Jack Surles and Clarence 
| Franklin 60 Club (sixty Thibodeaux, both members of our exclusive Sixty 
a | sales in sixty days) ; Club. This merchandise has enabled newcomers to 
sede Quality Award Winner. start right off making more than they ever dreamed 

prea His cash earnings by possible. 
troy the | years are as follows: And now our Specials are making it possible for 
of group 1949 . . . $10,396.50 me to handpick a clientele for a lifetime of pleasant 

| 1950 . . . $10,127.79 business relationships, I am “Our Life Underwriter” 
medical 1951 . . . $11,265.08 to more and more families in Lake Charles each 
—_— 1952. . . $13,737.77 week. Last but not least, our method of merchandising 
os ae 1953 . . . $22,761.81 gives me the time needed for the many civic and 
Work. | business duties which I like to perform for my 
; would community and our industry. 
rom tax, I can think of no greater accomplishment than that 
of becoming a real Life Underwriter, and I can think 
| of no company that could have made it so easy for 
| me to attain this goal. 
t Yours truly, 
on 3 John B. Sanders 
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Commissioners Okay 


Vigorous Action on 
A&H Complaints 


Criticism, Interest of 
U.S. in Field Arouses 
State Supervisors 


DETROIT—The resolutions proposed 
by Martin of Louisiana at National 
Assn. of Insurance Commissioners’ 
convention here, which recommend 
legislation or enforcement of existing 
laws and regulations so as to eliminate 
or reduce the causes of complaints 
about A&H coverages from the public, 
were adopted. The principles, rules and 
regulations proposed for credit life and 
A&H were approved. 

Most of the A&H industry approved 
the proposals and promised the fullest 
cooperation with commissioners in 
achieving their objectives. The mail 


order people and credit insurance in- 
terests had some objections. 

The Department of Health, Educa- 
tion & Welfare, which had Secretary 
Hobby and Assistant Secretary R. B. 
Perkins addressing the convention, em- 
phatically reassured commissioners 
that the federal government is not 
trying to get into insurance regulation 
by way of the federalA&H reinsurance 
bill. 


e e * 

The NAIC election went off as 
scheduled with Knowlton of New 
Hampshire president, Leggett of Mis- 
souri vice-president, and Taylor of 
Oregon becoming chairman of the ex- 
ecutive committee. Bowles of Virginia 
was reelected secretary-treasurer. New 
members of the executive committee 
are: 

At large, O’Connell of Idaho, Leslie 
of Pennsylvania and Sheehan of 
Minnesota. Zone representatives, Bis- 
son of Rhode Island, zone 1; Jackson 
of Maryland, zone 2; Davis of Missis- 
sippi, zone 3; Burt of South Dakota, 
zone 4; Pansing of Nebraska, zone 5; 
and Hammel of Nevada, zone 6. Zone 
chairmen, in above sequence, Allyn of 





Connecticut, Bowles of Virginia, Lar- 
son of Florida, Fischer of Iowa, Apo- 
daca of New Mexico and Sullivan of 
Washington. 
The 1955 annual meeting will be 
held in Los Angeles May 29-June 30. 
Wade Martin made an earnest plea 
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INSURANCE COVERAGE 


Nonparticipating Insurance 
Participating Insurance 


Accident & Sickness Insurance 
(Noncan and Commercial) 


Pension Plans 


The 


Income Disability 

Juvenile Insurance 

Special Low Cost Plans 
Flexible Family Income Plans 
Retirement Plans 

Mortgage Redemption 
Impaired Risk Service 

Wide Age Range 

Salary Savings Systems 
Supplemental Term Riders 


A full line of Group Coverage 
LNL Is Geared To Help Its Field Men 


Lincoln National 
Life Insurance Company 
Fort Wayne, Indiana 
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Com missionerg 
D. D. Murphy of 
South Carolina, 
W. A. Sullivan of 


W. E. Allyn of 
Connecticut 
shown at the NA. 
IC Detroit gather. 
ing. Picture by 
Harry Fuller, mid. 
west manager of 
National Bureay 
of Casualty Un. 
derwriters. 


for his resolutions, which call for (1) 
a statement in advertisements that the 
coverage is cancellable, that where 
benefits are shown in advertisements 
limitations also be shown, that the 
policy first page indicate it is cancel- 
lable, and that the contract give poli- 
cyholder a period in which he can read 
the policy and surrender it if he 
wishes. The resolutions also urges 
adoption of unfair trade practices and 
reciprocal unauthorized insurers acts, 
and law that would bar denial of 
claims based on contention of pre-ex- 
isting disease after three years, except 
for fraud. 

He said study has shown these areas 
the most fecund sources of complaints, 
He said there is presently enough law 
and regulation to control the agent and 
his activities. 

The legislation in the first resolution 
has been adopted by the Louisiana leg- 
islature, he reported. 

Deputy August Pryatel of the Ohio 


department said Ohio favors the Mar- | 


tin resolutions and related what Ohio 
has done with respect to A&H regula- 
tion 


It has adopted four rules and has 
more in mind. The Martin resolution 
don’t go far enough, he thinks. He men- 
tioned that newspapers had _ carried 
some vigorous stories about A&H in his 
state. The four rules are: 

Any A&H advertising must carry the 
policy number which is the same as the 
one on file in the department so the 
latter can pinpoint complaints. 

In connection with every complaint 
the department requires an affidavit. 
Often by this point insurer has reached 
insured. But the department subpoe- 
naes the complainant, anyway, and fol- 
lows through on the complaint, gets 
the evidence, etc. 

The department has started a separ- 
ate register of all complaints, the 
names of the companies involved and 
the kinds of complaints. 

Non-payment of claims may be di- 
rectly related to loss ratios so the de- 
partment now is asking for three years 
loss ratio figures to see if there should 
be rate regulation of A&H. Also the 

(CONTINUED ON PAGE 16) 
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P. ©. Box 101 Queens Village, N. Y. 
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Public Relations 
No Simple Panacea, 
A&H Agents Told 


Roy A. MacDonald, director of com- 
pany relations of H. & A. Underwriters 
Conference, in his address before the 
meeting of International Assn. of A. & 
H. Underwriters at Omaha, commented 
on the significance of public relations 
to the A&H business and the impor- 
tance of conducting a public relations 
program on the proper basis. 

Many persons in the business have 
said that public relations is needed to 
do something about the criticism A&H 
is receiving, but Mr. MacDonald said 
he has often gained the impression 
from these speakers, that they believe 
in the good fairy. A public relations 
program is a big and serious problem 
for the A&H business, and is not to be 
entered into lightly, he advised. “Bun- 
led or poorly organized public rela- 
tions programs are as bad as no public 
relations programs at all.” 


Mr. MacDonald said such an activity 
| ses the same type of organization, 
research and skilled personnel as any 
| eer business venture. It is necessary 
to have a foundation in truth and hon- 
‘esty. He suggested a little introspection 
\pefore embarking on a concerted pub- 
‘lic relations effort because the business 
‘is full of differences in philosophy and 
approach. Trade associations, such as 
the conference, have reconciled these 
differences, a matter of no small ac- 
jcomplishment, and they have under- 
taken on their own initiative limited or 
specialized projects within the con- 
\fines of their budgets. 

Reviewing some of the public rela- 
| tions activities now in progress, such as 
dealing with government officials and 
Pegs sor opinion, setting up a code 
of advertising ethics, Mr. MacDonald 
| pointed out that this is not cheap. A 
full-page ad in a metropolitan newspa- 
per costs $4,200. A radio or TV mention 
costs $500. The average 25-minute 
'film costs from $1,000 to $2,000 a min- 
jute to produce and it costs about 5 
cents for the person who sees it. Some 
| we and organizations appro- 
priate $500,000 or more a year in their 
, public relations budget, and he said he 
hopes the A&H business has such a 
budget in due course. When that day 
comes, Mr. MacDonald remarked that 
his hope is that there will be set up a 
long-term program, and not one con- 
cerned with wand-waving. 


The ties of the producer in the field 

with his community in one direction 
and with the company in the other 
have been tested and approved in the 
growth of A&H insurance, the speaker 
said. They are successful in merchan- 
dising and can be equally successful in 
dispensing public relations. A public 
relations program today must be tied 
to this type of approach. Trade associ- 
ations and industry groups operating 
on a national level have as a responsi- 
‘bility the development of research and 
jinformation which will act in a com- 
munity approach of interpreting the 
business to the public. 
_ Thus the man in the field has to be 
informed and must actively practice 
sound public relations. The: agent has 
to serve as the eyes and ears of the 
business, investigating attitudes and 
cataloging them for relaying on to 
Specially trained public relations per- 
sonnel, 





Vion 


Recent critical articles in magazines 
and newspapers have caused some peo- 
ple to rush in and say the industry is 
in a bad light and the public is mad. 
Actually, Mr. MacDonald said, in his 
opinion only a small minority of the 
public is concerned. The _ business 
makes 10 million contacts a year 
through payment of claims, and most 
of these contacts constitute a fertile 
field in which to plant good public re- 
lations. 





e Fidelity Interstate Casualty of Phila- 
delphia has been licensed in Florida. 


Pelnar Acting Head 
of Ill. Department 


Laddie T. Pelnar, assistant director 
of insurance, has been named to take 
charge of the Illinois department until 
a successor is named to Robert E. Bar- 
rett, who died Monday. Mr. Pelnar was 
appointed assistant director in June of 
1953. 





Has Visitors from Okinawa 


Expressing a desire to visit a major 
life insurance company while in the 
United States, three members of an 


Okinawa businessmen’s mission were 
guests at the Kansas City Life home 
office. They were Choryo Ishimine, 
president of the Okinawa Daiichi 
Warehouse Co.; Noboru Kakazu, pres- 
ident of Ryukyu Life Ins. Co., and 
Shintoku Yamada, vice-president of 
the Okinawa Chamber of Commerce & 
Industry. They were accompanied by 
their interpreter, Frederick Kamika- 
wa, and Willis B. York, manager of 
the Kansas City field office of the De- 
partment of Commerce. 

The visitors are on tour of the U. S. 
under the auspices of the U. S. De- 
partment of Commerce. New York and 
Chicago also were on their itinerary. 
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Revere Canadian Changes 


Paul Revere Life has appointed Er- 
nest N. Dennison manager at Kitch- 
ener, Ont., and William E. Pettet man- 
ager at Hamilton. Mr. Dennison has 


age supervisor in western Canada and 
a supervisor in the Kitchener territory. 
Mr. Pettet has spent all his business 
life in insurance sales and supervision. 
He is president of the Hamilton Kins- 
men Club. 





been a personal producer and broker- 
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As a General Agent with The Guarantee, you will 
have the advantages of these agency-building tools: 
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@ A complete line of insurance protection 
to sell including ... LIFE, SICKNESS, 
ACCIDENT, HOSPITALIZATION. 
@ Two new financing programs 
@ The Guarantee’s 5 Star Contract that 
gives you greater earnings 
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High-caliber, aggressive men in other states, who are 
interested in new fields of growth, should also check 
with The Guarantee for available openings in their areas. 


For full information, write—or phone—ATlantic 7100. J]. D. 
Anderson, Agency Vice President, Guarantee Mutual Life, Co., 
Omaha 2, Nebr. 
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Just What the Client Ordered! 


How many times has a prospective client said to you... 
“Why doesn’t your company come out with one policy to 
cover all my sickness and accident requirements?” 


NOW Illinois Mutual Casualty Company 
has a completely different 


ALL-IN-ONE POLICY a 
Covering: © Lifetime benefits for total disability—accident © Five-year benefits 
for total disability—sickness, regardless of house confinement © Hospitalization 
© Surgical benefits © Blanket medical expense (aceident) © Travel accidents © Acci- 
dental death - - - A COMPLETE package of protection. 


Add this most salable policy to your sales portfolio. Territories open in: 
Illinois, Indiana, Ohio, Michigan, Minnesota, Missouri, and Wisconsin. 


Illinois Mutual Casualty Co. 


(non-assessable) 


HOME OFFICE: 411 LIBERTY ST., PEORIA, ILL. 


Cc. C. INMAN 
Exectuive Vice-President 


iid 
E A. MeCORD omen 
President 








Fears of Serious 
Depression Quelled, 
Brainard Declares 


President Morgan B. Brainard of 
Aetna Life told the company’s “re- 
gionnaire” meet- 
ing at Miami that 
his “earlier fears 
of a serious de- 
pression” had 
been quelled and 
said that what the 
country is experi- 
encing is a period 
of readjustment in 
certain industries. 

Mr. Brainard 
said he doesn’t be- 
lieve we are head- 
ed for war but be- 
lieves we must prepare, and this will 
result in continued large government 
expenditures and a continued high le- 
vel of business activity and prosperity. 

Vice-president Robert B. Coolidge, 
under whose direction the regional 
meetings are being held, said that in 
life insurance the future belongs al- 
most exclusively to the man who can 
grow—in competence, in knowledge 
and in skill. 





Morgan B. Brainard 


Others who spoke included R. M. 
Harpster, Shreveport; G. E. Bogasse, 
general agent at Charleston, W. Va.; 
and W. J. Schergens, general agent at 
Shreveport. In a panel on personal 
programs, discussions on A&H, pro- 
gramming, estate analysis and taxes 
were led by Roy Lockhart of Birming- 
ham, Marvin Benson of Miami, J. F. 
Euler, general agent at Washington, 
and H. L. Livingston of Atlanta. Busi- 
ness insurance, estate taxes, and em- 
ploye retirement plans and group in- 
surance were discussed in a panel on 
the corporate insurance dollar by J. 
E. Holt, general agent at Houston; 
Henry. A. Kirsch, Shreveport, John D. 
Wagner, Houston, and Lee Cathey of 
Birmingham. There was a 35-minute 
playlet on the importance of the 
agent’s work. Other regionnaire meet- 
ings are slated for Sun Valley and 
White Sulphur Springs. 





Electronic Computers May 


Revolutionize Accounting 


Use of magnetic tape electronic 
computers to facilitate life insurance 
accounting procedures is likely to pro- 
duce gradual but important changes in 
company organization. John J. Finelli, 
assistant actuary of Metropolitan Life 
and a member of Society of Actuaries 
committee on recording machines and 
computing devices, discussed the ma- 
chines at the in-training course for 
examiners of New York insurance de- 
partment. 

The machines are particularly well 
suited to companies operating on a 
highly centralized basis with most of 
their record-keeping activities con- 
centrated in one location. The expense 
of installing magnetic tape equipment 
is still an economic problem for the 
small company, he said, because of the 
relatively large initial cost. 

This was the final talk of 30 in the 
training program. The third lecture 
series will begin in the fall. Lectures in 
the current series will be published in 
volumes 3 and 4 of the department’s 
series, “Examination of Insurance 
Companies.” 





Republic Nat'l Has Ill. Rally 


Midwest managers and agents of 
Republic National Life attended a 
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SAM HOUSTON 179% 


AT SAN JACINTO, in 1836, Sam 
Houston avenged the slaughter 

of the ALAMO, captured Mexico’s 
Santa Anna and went on to create 
a solvent, unified Texas. 
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But the root of Sam Houston’s MASS 
statesmanship was NASHVILLE “group I 
where he learned the law he served (| Torance 
so well, and launched the career ham, st 
that carried him to Congress, to Second | 
Governor of Tennessee, to President lat the r 
of the Republic of Texas . . . and fi ; 
to his final dream that the Lone | erence : 
Star State become a part of this 
Country. | briefly 
The Life and Casualty Insurance | srowth 
Company of Tennessee is also creased | 
rooted in Nashville . . . where | The e 
it has grown, since 1903, into a _ _ \ between 
bigger-than-a-billion dollar organi- agents, « 
zation. And in 1953, it’s 50th | aioe 
Anniversary Year, Life and Casualty ough 7 
made the Lone Star State a part of ? 1 
its territory . . . when it added the | 8nera 
great state of Texas to the 12 Vice-p 
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Tein. | Success Attitude 
jceoret. Stressed at Mass. 
Mutual Group Meet 


ne | 
| The importance of attitude in sell- 
ling, with special reference to the need 
for a positive outlook for success un- 
der present economic conditions, was 
stressed at Massachusetts Mutual’s 
annual group sales conference at Hot 
Springs, Va. 
President 
=> } a the 





Kalmbach 
reviewing 


Leland J. 
conference, 






MUTUAL’S 


on’s MASSACHUSETTS 

TLLE | “group man of the year” award went to 
e served (|Torance A. Russell (right) of Birming- 
-areer ham, shown here receiving it from 


ss, to | seeond Vice-president Charles G. Hill 


os \at the recent annual group sales con- 
Lene {a at Hot Springs, Va. 
f this 
| briefly the company’s 1953 group 
rance jgrowth and outlining plans for in- 
creased business this year. 
rhere The essential place of cooperation 
itoa  ibetween group men and _= general 
— agents, especially as a factor in group 
ye ai volume, was stressed by A. B. Rosbor- 
ape ough, Jacksonville, member of the 
added the general agents’ group committee. 
12 Vice-president Charles H. Schaaff 
ates it discussed the effect that pending 
health and welfare legislation would 
shville ore 242ve upon the insurance industry and 


: Richard C. 

lstressed the value of strategic plan- 
ally |ning in developing new sales areas. 
- Sales methods, new trends in group 
punessee. coverages, and new methods of or- 

| ganization were discussed by George 
W. Steinbach, director of group sales, 
~ Charles G. Hill, 2nd vice-presi- 
ent. 


Vice-president Guest 


nt 
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‘Returning Conventioneers 
Shaken Up by R.R. Mishap 


There were quite a number of in- 
surance people aboard New York Cen- 
tral’s express from Detroit to New 
York, the Detroiter, when it was par- 
tially wrecked as it pulled out of the 
ne Detroit station June 10. Several on the 

train were shaken up and sustained 

bruises and sprains. Most of the insur- 
fallets | ance people aboard had been attending 

the convention of National Assn. of In- 
surance Commissioners. 

Mrs. Dunham, wife of H. P. Dunham, 
vice-president of American Surety, 
sustained injuries to her back. John S. 
Johnston of the reinsurance firm of 
Oakley, Vaughan & Johnston of New 
York City, who was aboard with his 

| brother, Joseph H., suffered a bruised 
left arm. 


| Among others who were on the 





sllas, Texas 








but who apparently suffered no 
effects from the jouncing they re- 


ALL 
ECORDER 
ceived were Thomas Dew of Chubb & 


of closed 


Insurance Agents; Carlyle Dunaway, 
counsel of National Assn. of Life Un- 
derwriters; Eldon Wallingford of Life 
Insurance Assn. of America; Ronald 
Swinford of New York Life, and Ken- 
neth Force of THE NATIONAL UNDER- 
WRITER. 

The train had just begun to pick up 
speed when the fifth car attempted to 
go around a steel girder to the left 
though the engine and first four cars 
had gone around it to the right. As a 
result three or four of the cars were 
violently pulled apart and across tracks, 
some of which were torn loose. For- 
tunately the train was at that point 
still proceeding slowly. 


Jefferson Standard 
Meet Well Attended 


More than 300 top producers of Jef- 
ferson Standard Life and their wives 
attended the company convention 
June 13-16 at Quebec. 

Speakers included Howard Holder- 
ness, president; D. Leo Dolan, direc- 
tor of the Canadian government trav- 
el bureau, Ottawa; Kenneth L. Ander- 
son of Insurance Research & Review 
Service, Indianapolis, and John Fish- 
er of the Canadian Broadcasting Corp., 
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Place your 
SURPLUS BUSINESS 


PROFIT-SHARING 
or PENSION PLANS 


Connecticut Mutual 


YOU GET THESE SIR PLUS VALUES 


Toronto. Karl Ljung, vice-president in 
charge of agency operations, presided. 

The program also includes sightsee- 
ing, boat trips and fishing. The special 
events committee is headed by Charles 
M. Rives, Jr., assistant secretary, with 
J. M. Bryan, 1st vice-president, as 
honorary chairman. J. S. Causey, su- 
perintendent of agencies, is chairman 
of arrangements. 





e Joseph L. George, Jr. has been 
named staff manager of Prudential at 
Cresson, Pa. He succeeds Eugene A. 
Smeal. Mr. George has been with the 
company for 10 years. 
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Tailor-made proposals by specialists and plenty 
of individual help on difficult cases. Presentations 
that convince! 


















business insurance situations. 
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Income settlements available to corporations 
and partnerships. This feature is valuable in many 
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On-the-spot know-how: Problems quickly settled 
by a nearby general agency. Business insurance 
specialists are available in a hurry. 











Flexibility of C. M. change of 
plan clause makes possible 
business life insurance bought 
for one purpose to be used for 
another, if needed. 
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Wide range of plans, both life 
insurance and annuities. Many 
different forms of life insurance 
and annuities to suit your 
clients’ needs. 











Your clients will be attracted 
by our excellent competitive 
net cost. On ail plans of both 
life insurance and annuities, 
C. M. cost is really low. 
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Executive Holds Assets, Not in-Force, 
to Be True Measure of Company Status 


A company official who is a close 
observer of developments in the life in- 
surance business remarked recently 
that he does not put the same impor- 
tance upon the increase in insurance in 
force shown by all companies as most 
other life company executives do. In 
the course of an informal interview he 
declared, “Many companies have 
reached the stage where they are ac- 
tually bragging about the big increases 
they have made in insurance in force 
during the past 10 years or so. When 
they give you the figures, they certain- 
ly seem impressive. But in my estima- 
tion, you have to get behind the figures, 
and when you do that you find that the 
record is not so good as a lot of them 


that such big increases have been made 
in group writings, that term insurance 
has become so much more widely pop- 
ular and that the greatest use has been 
made of family income riders. 

“This is not the kind of business that 
builds up a company’s assets, and be- 
cause it isn’t I think that any company 
that wants to make a realistic compari- 
son between the situation today and 
that of 10 years ago should make it be- 
tween the assets then and now rather 
than the insurance in force. Everyone 
knows that in writing term, group and 
family income riders reserves are not 
set up in such large amounts as with 
the regular run of business. A com- 
pany builds up its assets through its 





was not nearly so much reference to 
insurance in force as we hear nowa- 
days. All of this low premium business 
that has been written on a large scale 
only recently tends to give a deceptive 
picture of a company’s size or certain- 
ly of a company’s growth. Group insur- 
ance goes on and off the books. So do 
family income riders. Term insurance 
does not have the persistency of reg- 
ular business. What really counts is the 
kind of business that was being written 
say prior to 1940, the ordinary life, 
limited payment and endowment con- 
tracts that are the foundation and 
backbone of the business. 

“Any company that wants to give a 
true picture of its growth over a 10 or 
15 year period should use assets rather 
than insurance in force as a measuring 
stick. I have done some figuring of this 
kind myself and it has surprised me to 
find that on this basis the growth of the 








Evalues “Renaissance” | 
in Underwriting in 


Revised Selection Text 


Risk Appraisal, authoritative text 
on selection of risks for personal ip. 
surance, is now being completely re. 
vised and reset for publication this fay ; 


Jok 
al 
| Mai 


OMA 


dent L 
mediat 


by the National Underwriter Co. New 
chapters appear on aviation, military, 
and the recently published impair. 
ment study of 1935-1950, covering the 
experience of 27 large companies. The 
new edition has 47 chapters, compared 
with the previous 34. Topics such as 
group insurance and _ hospitalization 
have been given amplified treatment 
to reflect current conditions. 

Dr. Harry Dingman, author of this 
and many other insurance publica. 
tions, is vice-president of Continental] 
Assurance. He spent much of his time 
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ity of the benefit provisions in each Life’s a 
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QUALITY in the swift and sincere 
service of the GuARDIAN field force 
and home office staff— 


QUALITY in the prompt payment of 
































benefits — as reflected in the compli- 
mentary letters received by our Claim 
Department. 
Keep your clients happy in all phases of 
your insurance service—including accident : 
and health. Place it with The GUARDIAN, a si 
company with a reputation for quality since $ Over on 
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eral. agency organization went to the 
Daniel agency at Birmingham, run- 


House Subcommittee 


attending were Robert L. Hogg, senior 
vice-president and advisory counsel of 





























the group A competition was the Wil- 
liams agency of West Palm Beach, 
runners-up being the Schwartz agency 
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ti Man of the Year Com Aelita f leadi panies were discussed by representa- Trevdiens end Sree B. . Sena 
ative text . - or ‘eading § agency tives of the joint committee on federal BPs Pan Ke yp . 
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at Miami and the Muras agency at 
Shiner, Tex., in that order. The presi- 
dent’s plaque in the group AA compe- 
tition went to the Shuey agency at 
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Will SS Gradually Devour Life Business? 


Most of those in all branches of life 
insurance do not seem to be sufficiently 
aware of the dangers that threaten 
their business through the coming lib- 
eralization of the social security act. 
They do not appear to understand that 
with the passing of time this is some- 
thing that could reduce their business 
to unattractive proportions or even de- 
stroy it. 

In discussing something so vitally 
important as this, nothing is to be 
gained by overstatement, exaggeration 
or any indulgence in sensationalism. It 
is our wish to avoid all three, but we 
are convinced that those in the life in- 
surance business need to be alerted to 
the seriousness of the trend of events 
by whatever means may be necessary. 
This is not just another “situation”. In- 
stead, the liberalization of social secu- 
rity provisions and the growing and ob- 
vious tendency of legislators to do the 
same thing again and again constitutes 
the most serious and alarming menace 
with which the life insurance business 
has ever been confronted. 

An easy, quick and understandable 
comparison may be made with the in- 
come tax law which was enacted in 
1913. At that time if any congressman 
or senator had even hinted that by 
1954 the seemingly innocent income 
tax law they were advocating would 
absorb from 25 to 50% of the income of 
a large segment of the population and 
at least 10% from the payroll of the 
vast majority of all workers he would 
have been hooted down and regarded 
by everyone as a “nut”. Those who 
drew up and advocated the passage of 
the income tax constitutional amend- 
ment had no such large and perhaps 
what might be called confiscatory per- 
centages in mind. They were thinking 
in terms of from 1 to 5%. But they 
made the mistake of putting no limita- 
tions, establishing no maximum, and so 
the income tax rate has gone up and 
up, and it would be fuvolhardy for any- 
one to predict that it will ever decline 
to the low rates that the framers of the 
income tax law had in mind. 

Similarly, no one should be rash 
enough to prophesy that social security 
benefits are ever going to be reduced. 
Such changes as may be made in them 
will only be in the way of increases. 
There is nothing in the present law and 
no one has ever suggested a law estab- 
lishing maximum social security ben- 
efits. 

It should be remembered that laws in 
this country are made by politicians. 
Politicians from president to alderman 
are those who have to be elected by 
the votes of the people. Having to get 
votes, they feel themselves obliged to 
make promises, and the most popular 
promises are those that are designed to 
materialize into the distribution of 
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government money. No realistic politi- 
cian campaigns for the reduction of 
government expenditures or of gov- 
ernment subsidies or any reduction in 
the government’s distribution of mon- 
ey, particularly to individuals. It is 
now clear beyond doubt that the sug- 
gested social security changes are 
going to be enacted during this session 
of Congress. After they are they will 
become the law of the land and then 
at some succeeding session of Congress 
further benefits will be voted and the 
upward spiral will continue just as it 
has with the income tax. Is there any 
indication that it is likely to be other- 
wise? 

What this means to the life insurance 
business is that the government will be 
increasingly giving away what the life 
insurance companies are selling. With 
the passing of time and as the govern- 


ment gives more and more “for free,” 
the life insurance companies are going 
to be able to sell less and less. The in- 
sidious aspect of all of this is that it 
will not happen immediately. That is 
the day after the present social secur- 
ity benefits are liberalized the life in- 
surance business will not go into a 
slump. It will happen gradually. It may 
even take years but that it is going to 
happen is beyond any question of 
doubt. 

This is the all important legislative 
problem of the life insurance business. 
If it is not met head on, if the life in- 
surance business does not contend 
against it in full strength, unceasingly 
and with every means at its command, 
then the life insurance business is 
going to cease to have anything re- 
sembling the importance that it has 
assumed today. 

We do not pretend to be able to sup- 
ply the solution of this important prob- 
lem. We do feel though that we are 
able to see the situation as it is and are 
merely trying to pass our viewpoint 
along to those who may be able to act 
upon it constructively. 


Avoid Compromise on NALU’s Home 


The early preference poll ballots 
among the local and state life under- 
writers associations have evidenced an 
unexpected trend: Outside of what 
might be called the respective orbits of 
New York City and Chicago, reports 
from a number of associations indicate 
quite a preference for Washington, 
C. It must be remembered of course, 
that most of this voting was done be- 
fore NALU headquarters sent out the 
lengthy memorandum of its location 
committee and before the Chicago as- 
sociation issued its extensive brochure, 
and of course before the New York 
City statement, which is just now be- 
ing put into final form. Consequently, 
it may be that the early voting does 
not indicate what the later balloting 
will show. 

The reason that the strength of the 
Washington sentiment is surprising is 
that at the recent national council 
meeting at New Orleans in March the 
top contenders were New York City 
and Chicago. Washington, though the 
first choice of the NALU location 
committee, as it was of the trustees a 
year ago, was passed over by the 
trustees at New Orleans in favor of 
Chicago. The debate on the floor of 
the national council at New Orleans 
was strictly a Chicago-New York 
affair. 

If it should work out that Washing- 
ton is the conclusive, well-considered, 
and soundly-reasoned choice of the 
preponderance of NALU members, 
made with full knowledge of its ad- 
vantages and shortcomings as com- 
pared with those of any other 
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logical contender for headquar- 
ters city, no one who believes in demo- 
cratic process should quarrel with the 
outcome. However, there is a good deal 
of reason to believe that Washington, in 
a good many instances, has not been 
picked because of its inherent superior- 


D. ity as a NALU headquarters city but 


largely as a compromise and as a means 
of heading off a bitter controversy and 
perhaps a deadlock between the pro- 
New York and pro-Chicago factions in 
NALU. 

If Washington were to win merely as 
a compromise to avoid a deadlock, as it 
won in the trustees’ meeting a year ago 
last April, it would be unfortunate for 
NALU. Certainly the National associa- 
tion deserves to be located in the area 
which common sense, accurate infor- 
mation, and good judgment indicate as 
the best suited for NALU’s efficient 
and effective functioning. If the two 
leading cities in this respect are de- 
finitely acknowledged by a majority of 
NALU membership to be New York 
and Chicago, then it would be decid- 
edly unfortunate to pick a less desira- 
ble location simply because the mem- 
bers and leaders could not agree on 
which of the two best cities was the 
best. 

If the NALU membership, the mem- 
bers of the national council, and the 
members of the board of trustees are 
mindful of the seriousness of their 
duty of picking the best possible loca- 
tion for NALU to occupy as its perma- 
nent home, they will not be deterred 
just because they might be involved in 
a head-on collision between the advo- 
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cates of Chicago and the advocates of 


New York. | 


In other words, if New York or Chi. 
cago is truly the best place for NALU 
to operate from, then a choice that 
sidesteps the hard necessity of decid. 
ing which of the two cities should be 
chosen is doing no service to the future 
development and_ effectiveness of 
NALU. 


state associations have chosen Wash- 


If any of the local associations or | 


ington as a compromise, then we be. 
lieve they should instruct their dele. 
gates in the national council in such a 
way that their hands will not be tied 
and they can still vote for whatever 
headquarters city seems, on the basis 
of all the evidence, to be best suited 
for NALU’s requirements. Freedom of 
choice should prevail when the national | 
council meets at Boston in September, 
In fact, this is essential in the obtain. | 
ing of a sentiment from the national 
council that will accurately point to a 
choice that NALU would best be able 
to live with down through the years. 
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Alfred J. Bohlinger, superintendent | 


of insurance of New York, and Mrs, 


Bohlinger left this week for Europe, | 


They will visit Paris, Switzerland and 
the south of France and will return 
the end of July. 


William Breiby, Pacific Mutual Life, 
has been named by Mayor Norris Poul- 
son of Los Angeles as a member of a 
citizens’ committee to study the financ- 
ing of the city’s fire and police pen- 
sion fund. 


James G. Bruce, vice-president and | 


secretary of Colonial Life, was elected 
president of the Lions Club of the 
Oranges (N. J.). | 


Chairman Devereux C. Josephs of 
New York Life received an honorary | 
doctor of laws degree at the New York 
University commencement exercises, 


Henry Greaves, retired vice-presi- 
dent and former treasurer of Equitable | 
Society, celebrated his 50th wedding 
anniversary June 1. He retired in 
1953 after 59 years with the company. | 
He and Mrs. Greaves entertained about 
100 friends and relatives at Darien, | 
Conn., their home. 


Leroy A. Lincoln, chairman of Met- 
ropolitan Life, accepted a “certificate 
of support” from National Fund for 
Medical Education for his company’s 
contribution to the support of the na- 
tion’s 79 medical schools. 


Manuel L. Camps, general agent of | 
John Hancock in New York City, is 
making a good recovery from his re | 
cent abdominal operation in Boston. 
Extensive surgery was needed to core 
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ATLANTA 3, GA.—432 Hurt Bldg., Tel. Walnut 
9801. O. Robert Jones, Southeastern Manager. 


BOSTON 11, MASS.—207 Essex St., Rm. 421, 
Tel. Liberty 2-1402. Roy H. Lang, New Eng- 
land Manager. 


CHICAGO 4, ILL.—175 W. Jackson Blvd., Tel. 
Wabash 2-2704. O. E, Schwartz, Chicago Mgr. 
A. J. Wheeler, Resident Manager. 


CINCINNATI 2, OHIO—420 E. Fourth Street, 
Tel. Parkway 2140. Chas. P. Woods, Sales 
Director; George C. Roeding, Associate Man- 
ager; George E. Wohlgemuth, News Editor; 
Roy Rosenquist, Statistician. 
DALLAS 1, TEXAS—708 Employers Insurance 
Bidg,, Pel’ Prospect 1127. Alfred B. Cadis, 
Southwestern Manager. 

DETROIT 26, MICH.—607 Lafayette Bldg., 
Tel. Woodward 1-2344. A. J. Edwards, Resident 

er. 


MO.—605 Columbia Bank 
William J. Gessing, 


KANSAS CITY 6, 
Bldg., Tel. Victor 9157. 
Resident Manager. 


MINNEAPOLIS 2, MINN.—i58 Northwestern 
Bank Bldg., Tel. Main 6417. Howard J. Meyer, 
Resident Manager. 


NEW YORK 38, N. Y.—99 John Street, Room 


1103, Tel. Beekman 3-3958. Ralph E. Richman, 
Vice-Pres.; J. T. Curtin, Resident Manager. 


OMAHA NEBR.—610 Keeline Bldg., Tél. 
Atlantic 3416. Clarence W. Hammel, Resident 


Manager. 

ELPHIA 9, PA.—123 S. Broad Street 
Room 1127, Tel. Pennypacker 5-3706. E, 
Fredrikson, Resident Manager. 
PITTSBURGH 22, PA.—503 Columbia Bids, 
Tel. Court 1-2494. Bernerd J. Gold, Resident 


Manager. 
SAN 5 CAL. Fistiren Bldg: 644 | 











CISCO 4 
Market St., Tel. xe... 2-3054. 
Pacific Coast Manager. 
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rN. 
‘ice "tad Horace W. Brower, president of Oc- 
f decig. cidental of California, has been 
” | gected to the board of governors of 
ould be the welfare federation of the Los 
e future angeles area, which operates the 
1€SS_ of | community Chest. 
tions or 
1 Wash- | 
we be- 
ir dele. 
a sucha |= ee 
| i ERT E. BARRETT, 44, Illinois 
Bao. ae director, died of a heart at- 
+. | tack at his apartment in Chicago early 
“< tom Monday morning. He had been in of- 
+ ie | fice since Jan. 12, 1953. 
edom of | “yr. Barrett arose about 6 in the 
national morning to close the windows during 
ptember, | a thunder-storm and collapsed. He died 
 obtain- | few moments later. 
national | Mr. Barrett had attended the meet- 
int to a | ing of National Assn. of Insurance 
be able Commissioners at Detroit last week 
years until Thursday, and on Friday was on 
| hand for the Republican convention at 
Springfield. He was in Chicago Satur- 
| day and played golf on Sunday. ; 
Mr. Barrett attended the University 
\ of Illinois, Northwestern University 
a | and the law school at the University of 
! Chicago. He was for 20 years a mem- 
ntendent | one Chicago law firm that is now 
~~ Mrs, | known as Barrett, Barrett, Costello & 
aa Barrett that was founded by his father, 
2 ° Bas George F. Barrett in 1900. Robert Bar- 
. | rett, before becoming Illinois director 
was chairman of Prudence Life and 
ual Life, | Prudence Mutual Casualty of Chicago, 
ris Poul- | companies his family owns. This con- 
ber of a ; nection created a political stir when 
e financ- | Mr. Barrett was appointed to the in- 
ice pen- | surance department post. 
Robert Barrett’s older brother, 
George F. Barrett, was attorney gen- 
lent and | eral of Illinois during the administra- 
s elected | tion of Dwight Green from 1940 to 
) of the | 1948. A younger brother, Thomas Bar- 
rett, gives his full attention to the af- 
sephs of | fairs of the Prudence companies. 
honorary | HARRY K. COFFEY, 58, head of 
wad York | Harry Coffey Associates, general 
ates. | agents of United Benefit Life and Mu- 
ce-presi- tual Benefit H.&A. was killed in his 
'quitable | light Beech Bonanza plane near Hood 
wedding River, Ore., enroute to Prescott, Ariz. 
tired in, Only three weeks ago, C. D. Brovan, 
ompany, ¢0-manager at San Francisco with his 
ed about | father for Mutual Benefit and United 
Darien, | Benefit, was injured in a crash of his 
private plane near Bishop, Calif. 
of Met- MRS. JULIETTE G. CLARK, Equit- 
artificate | able agent at Columbus, died. She had 
‘und for| been with the company more than 20 
mpany’s' years and was a member of the 20- 
the na-| Year Club. In 1953 she wrote $250,000 
of business. 
agent of J. A. FOSTER, manager of National 
City, 3 | Life & Accident at Dallas, died in a 
| his Te | hospital there after a two-month ill- 
Boston. ness. 
| to core 











Jackson Lite Names Four 


Jackson Life of Tennessee has made 
these appointments: I. A. McKee be- 
comes sales director. He was formerly 
with Lee National Life at Lake Charles, 
| La. John D. Nowlin becomes general 

agent at Memphis. He was formerly 








ldg., Te. | district manager there for Kansas City 
Residet | Life and wrote a million dollars in 1952 
ad street, | ANd 1953. J. T. Arnold becomes re- 
6. E. gional sales director in northeast 
ia Bids, | Mississippi. He was formerly an agent 
osid of Volunteer State Life. Barton Dailey 
Bldg. 544 omes regional manager for south 
W. Biané, | Texas. He was formerly with Amicable 


Life at Ellis, Tex. 





Attending the NAIC Detroit conclave from the American Life Convention 
headquarters were Alfred N. Guertin, actuary; W. Lee Shield, associate 
general counsel; Claris Adams, executive vice-president and general counsel; 
Robert A. Crichton, counsel, and Ralph H. Kastner, general counsel. 











Consumer Credit Ins. 
Assn. Holds Annual 


Consumer Credit Insurance Assn. is 
holding its annual meeting in Chicago 
at the Edgewater Beach hotel, June 18- 
20. Commissioner Goebel of Kentucky 
is delivering the keynote address on 
June 18. Mr. Goebel is vice-chairman 
of National Assn. of Insurance Com- 
missioners’ subcommittee on credit life. 
The speaker the second day will be 
William J. Cheyney, executive vice- 
president of the ‘National Foundation 
for Consumer Credit. 

There will be a sales clinic which 
Howard Clarke, sales consultant, will 
lead off with a speech entitled “Build- 
ing Your Sales and Income Through 
Proven Techniques of Selling.” Anoth- 
er session will be devoted to the prob- 
lems and potentials of a trade associa- 
tion, with Paul W. Albright, director of 
Savings Bank Assn. of New York, 
making the initial presentation— 
“Trade Association—Dollars and 
Cents.” 

With the exception of a luncheon at 
which Commissioner Goebel will 
speak, all of the convention sessions 
will be off-the-record discussions. New 
officers and directors of CCIA will be 
elected. 





LIAMA Promotes R. J. Dry 


LIAMA has promoted Raymond J. 
Dry to technical assistant to the di- 
rector of research. 
He has been a re- 
search _ assistant 
with the selection 
and evaluation 
unit in the re- 
search division 
since 1951. He will 
assist in planning 
and__ coordinating 
all work in the re- 
search division. A 
navy veteran, he 
is a graduate of 
Alfred University 
and holds a mast- 
er’s degree from 
Harvard. He taught school in New 
York state for two years before join- 
ing LIAMA. 





Raymond J. Dry 





Plan Ill. Brokers Outing 

Insurance Brokers Assn. of Illinois 
will hold its annual outing July 13 at 
Itasca Country club, near Itasca, II. 
This is one of the most widely attended 
insurance golf outings, and a great 
many of the prizes that are distributed 
are donated by companies and agencies 
in the state. Following golf there will 
be a dinner and entertainment. 


Huffstetler New President 


of Dallas Life Managers 


P. H. Huffstetler, Great Southern 
Life and former president of Dallas 
Assn. of Life Underwriters, was elec- 
ted president of Dallas General Agents 
& Managers Club at the annual meet- 
ing. He succeeds Gordon Durden, Pan- 
American Life, who received a plaque 
from the club as a tribute to his “out- 
standing leadership.” 

Other officers are: 1st vice-presi- 
dent, James H. Stevens, Atlantic Life; 
2nd vice-president, Robert G. Farm- 
er, Great National Life; secretary, 
John Savage, Provident Mutual; 
a. Jack Pierce, State Mutual 


e. 
An off-the-cuff talk was given by 
Barney Shields, manager for Great 
National Life, on the importance of 
emphasizing selling techniques and 


observed that agency management has 
over-emphasized the technical aspects 
of the job to such an extent that “we 
are in danger of teaching them to be 
actuaries rather than salesmen.” 
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Dale Potts Reelected 
at Milwaukee 


Past president’s night was held by 
the A & H Underwriters of Milwaukee 
at the June meeting at which Dale B. 
Potts, Occidental Life of California, 
was elected to a second term as presi- 
dent and Lionel Seguin, Continental 
Assurance, was elected first vice-presi- 
dent. Re-elected were Albin O. 
Behrens, Time, vice-president; Rich- 
ard E. Mueller, Provident Life & Ac- 
cident, treasurer, and Leo E. Packard, 
Packard-Carson agency, secretary for 
an 18th term. 

New directors are N. E. Doyle, 
North American L. & C.; Gordon Fields, 
Marsh & McLennan of Wisconsin; Hugh 
M. Holmes, Lincoln National; Thomas 
C. Malone, Time; George A. Knutsen, 
Mutual Life of N. Y.; M. G. Olson, 
Continental Casualty; and Edwin H. 
Hoffmann, John Hancock Mutual. 

Thirteen of 17 past presidents were 
honored at the meeting, including E. H. 
Mueller, Provident L. & A. and Pacific 
Mutual, who is observing his 40th year 
in the business. 

Eugene C. Ebersol, North American 


Life & Casualty, outlined plans for the 
sales congress and annual meeting of 
the Wisconsin association to be held in 
Milwaukee Aug. 27 and 28. 





Mutual Benefit Names 


Baldwin to New Post 

Thomas E. Baldwin of Chicago has 
been promoted to the newly created 
position of group sales manager for 
Mutual Benefit H.&A. and United Ben- 
efit Life. Mr. Baldwin joined the com- 
panies in 1950 and has been Chicago 
regional group manager two years. 
John A. Hoard of Chicago has been 
named to succeed Mr. Baldwin. The 
Chicago regional office serves the De- 
troit, Mich., and Columbus, O., areas, 
in addition to Chicago. 

Other home office promotions in- 
clude the naming of Thomas P. Coyle 
and John R. Eglsaer as group under- 
writing supervisors and John N. Pothen 
as group underwriting assistant. 





e Chicago Life Agency Supervisors 
will hold its annual golf outing July 
29 at Itasca County club. Golf com- 
mittee chairman is Raymond M. 
Wiese, Provident Mutual Life. 

































DIABETES 


AND A 


Joey didn’t have a pedigree yet he made an important 
contribution to the welfare of humanity. Joey was one of the 
dogs that figured so prominently in the research conducted by 
Doctors Banting and Best leading to the use of insulin for the 


control of Diabetes. 


Advances in medical research such as the control of Diabetes 
have helped pave the way for more and more people to obtain 
life insurance protection. The Manufacturers Life, a pioneer 
in the diabetic field, now offers, in addition to regular contracts, 
Term and Half Rate plans and Family Income Benefit to 


people in this special group. 


CONTACT ONE OF THESE BRANCHES FOR MORE INFORMATION 


Baltimore Detroit 
Chicago Hartford 
Cincinnati Honolulu 
Cleveland Lansing 


YOUR OWN COMPANY 


Licensed in Dist. of Columbia, Arizona, Delaware, Idaho, Minnesota and Virginia. 


Los Angeles Portland 
Newark Saginaw 
Philadelphia San Francisco 
Pittsburgh Seattle 








FIRST THEN 


THE 


MANUFACTURERS 
INSURANCE aias COMPANY 





Travelers Makes 20 
Changes in Field 


Travelers has made these appoint- 
ments: 

Group supervisors: Moncher L. Iv- 
ey, Jr., at New Orleans and William 
J. Desmond, Jr., Hartford. 

Field supervisors: Carl Arnett at 
Birmingham, Ala.; Robert L. Roellke, 
Newark; John W. Harrington, Jr., Er- 
ie, Pa.; E. James Lyman, Sioux City, 
Ia.; Fred D. Cure, Jr., 42nd street, New 
York City; Alva H. Graham, Oklaho- 
ma City; Allan L. Langton, Kansas 
City; Stanleigh K. Fisk, Cleveland; 
Woodie R. Ivey, Dallas; Allan J. Urqu- 
hart, Springfield, Mass.; and Clayton 
C. Robinson, Columbus, O. 

Agency’ service representatives: 
John G. Robbins at Detroit; J. D. Head, 
Toronto; Samuel R. Meredith, Jr., 
Buffalo; David L. Earle, Empire State 
building, New York City; Tony James, 
42nd street, New York City; George J. 
Eckert, Jr., Nashville; and John W. 
Hall, Peoria. 

The company has also changed the 
headquarters of W. Rogers Primm, Jr., 
group supervisor at Jacksonville, to 
Miami. 


Agents Withdraw Petition 


National labor relations board has 
granted the request of Insurance 
Agents International Union (AFL) to 
withdraw its petition in the case of 
United Ins. Co. of Philadelphia and 
prohibited the union from filing a new 
petition within six months from June 
2 unless good cause is shown why this 
should be done. 








Mutual Trainees Tour N. Y. Times 

NEW YORK—Ten members of Mu- 
tual of New York’s management 
training unit recently toured the main 





office and workshop of the New York ! 
Times to learn something about the 
newspaper business and the import. 
ance of public and press relations in 
company management. The unit igs 
composed of qualified people who are 
expected eventually to assume respon. 
sible positions with Mutual. 


U. S. Life Names Conrad 


United States Life appointed the 
Woodrow Conrad agency as general 
: agent in Winston- 
Salem. The agen- 
cy’s head, Wood- 
row W. Conrad, 
opened the agency 
in 1943. He has 
been manager of 
the disability divi- 
sion of Continental | 
Casualty since 
1946 and one of | 
the leading agents 
of the division. 





Woodrow Conrad 





Leading Mutual Life Agencies 


Top agency leaders for May of Mu- 
tual of New York were the New York | 
City agency of Richard E. Myer, which ' 
led in both volume of insurance sold 
and number of policies sold; the Hen- | 
ry W. Persons agency in Chicago 
which was second in volume sold; Kay ! 
R. Hodgkinson agency, San Diego, sec- 
ond in number of policies; Charles J. 
Buesing agency, New York City, third 
in volume, and O. Embry Moats agen- 
cy, Detroit, third in policies sold. 





Sixteen Republic National Life men 
completed a special training course at 


emphasized late developments in per- 
sonal life insurance, business and key- 
man coverages, and use of insurance to 
meet the impact of federal estate and 
state inheritance taxes. 





| 
| 
| 
| 
the home office in May. The course | 
| 
| 
i} 
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Protection 
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Double Indemnity 
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Triple Indemnity 
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For particulars write WM. D. HALLER, 
Vice President and Agency Manager 
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Health Benefit 
Hospitalization or 
Nurse Coverage 
Waiver of 
Premium 





UNITED) | 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


e ‘ 











| 
: Concord, New Hampshire | 
| 
| 


YIM 





June 


=—— 


Pub 
atC 


in 19% 
the b 
tual 
also 
Emer: 
who | 
fairs | 
bes, F 
The 
San 
Con 
mated 
stoppé 
328. 1 
of mo 
tion i 
years 
regist1 
tenda 
conve! 


Prir 
board 
public 
ing cu 
busine 
tive P 
stated 
constit 
way 0O 
tivitie: 
it feel: 
should 
sound 
tegrate 
that, | 
becaus 
ship, i 
assista 

This 
tegic | 
public 
panies 

In c 
ciation 
trated 
at nati 
experi 
the gre 
organi: 
proble: 

Wor! 
ganizat 
goal. / 
met du 
H&A 7 
Disabil 
Commi 
nating 
ganizat 


Presi 
Milwat 
meetin; 
preciat 
others 
during 
the obj 
start o 
progres 
among 
100% « 
tions fr 

Willi: 
rector, 
year: " 
associat 
insuran 
said, he 
versitie 
the ass 
membe 
in the 
He said 
sociatio 
if it is 

The I 
enjoyed 











who are 
-respon- 


d 


ited the | 
general | 
Ninston- 
e agen- 
Wood- | 
Conrad, 
» agency 
He has | 
ager of 
ity divi- | 
itinental 
since 
one of | 
$ agents | 
sion, 


es 


of Mu- 
‘w York 
r, which 
ice sold 
1e Hen- 
Chicago 
ld; Kay 
gO, sec- 
arles J. 
y, third 
S agen- 
old. 


| 
; | 
ife men 
urse at | 
_ course | 
in per- 
nd key= | 
rance to 
ate and | 
| 





| 
| 


| 





XUM 


June 18, 1954 


LIFE INSURANCE EDITION 


13 











= 


Public Relations Main Theme 
at Omaha A&H Agents’ Meet 


(CONTINUED FROM PAGE 1) 
in 1952 and who served as chairman of 
the board last year. E. J. Coffey, Mu- 
tual Benefit H. & A., Portland, was 
also reelected. Newly elected are 
Emerson Davis of Inter-Ocean, Dallas, 
who has been active in association af- 
fairs for many years, and Frank Fran- 
pes, Pacific Mutual Life, Cedar Rapids. 

The convention city for 1955 will be 
San Antonio. 

Convention registration was esti- 
mated at about 350 after the counting 
stopped when the total had reached 
328. This was not far from the total 
of more than 400 at last year’s conven- 
tion in Chicago. The record in recent 
years and perhaps for all time was the 
registration of more than 500 and at- 
tendance as high as 600, at the 1948 
convention in Minneapolis. 


Principal actions of the executive 
board stressed the urgency of stronger 
public relations as a necessity in meet- 
ing current publicized opinions of the 
business, and in dealing with legisla- 
tive problems at their roots. It was 
stated that while the association is not 
constituted so as to help much in the 
way of financing public relations ac- 
tivities on an interorganization basis, 
it feels that the company organizations 
should take leadership to develop a 
sound public relations program, in- 
tegrated industry-wide. It also feels 
that, from the manpower standpoint 
because of the nature of its member- 
ship, it can provide considerable good 
assistance. 

This is possible because of the stra- 
tegic position of agents as potential 
public relations workers between com- 
panies and the public. 

In conjunction with this, the asso- 
ciation proposes to take more concen- 
trated activity in legislative matters 
at national, state and local levels. Past 
experiences have been illustrative of 
the great value of the state and local 
organizations in meeting legislative 
problems at their beginnings. 

Working still closer with other or- 
ganizations in the business is another 
goal. Association representatives have 
met during the year with those of the 
H&A Underwriters Conference as a 
Disability Insurance Coordinating 
Committee for the purpose of coordi- 
nating the activities in which both or- 
ganizations have related interests. 

* 2 e 

President Thomas Callahan, Time of 
Milwaukee, presided at the council 
meeting and awarded plaques of ap- 
preciation to board members and 
others who had served the association 
during his term of office. He reviewed 
the objectives that were set up at the 
start of his tenure of office and the 
progress made with them. Important 
among these was the increasing by 
100% of the number of state associa- 
tions from 16 to 32. 

William G. Coursey, managing di- 
rector, outlined aims for the coming 
year: The organization of more state 
associations; revision of the disability 
insurance training course which, he 
said, has been placed in about 38 uni- 
versities; continued improvement in 
the association’s magazine; increased 
membership; building up participation 
In the leading producers round table. 
He said in the next two years the as- 
sociation has got to make huge strides 
if it is to be a success. 

The Leading Producers Round Table 
enjoyed an increase in membership of 


30% over what it was last year, co- 
chairman R. L. McMillon, Business 
Men’s Assurance, Abilene, reported. He 
made the awards to four recipients of 
bronze plaques and to 15 recipients of 
gold plaques. 

Five companies with home offices 
in Omaha helped make the success of 
the convention possible: Central States 
H.&A. Assn., Guarantee Mutual Life, 
Mutual Benefit H&A. Travelers 
Health Assn., and World Insurance. 
Co-chairmen of the convention com- 
mittee were Ray Wicker of the World 
and William Reinsh of Mass. Bonding. 


Committee members included George 
L. Harding, Mass. Protective; E. Dean 
Miller, Central States; Robert D. Mar- 
cotte, Mutual Benefit H.&A.; George D. 
Chamberlain, National Casualty; Ralph 
Voecks, Monarch Life; J. H. Conover, 
Guarantee Mutual; L. J. Marcotte, 
Mutual of Omaha; Frank Tesar, Guar- 
antee Mutual; E. F. Gwynne-Vaughan, 
Washington National; R. W. Gilbreath, 
New York Life. Co-chairmen of the 
women’s reception committee were 
Mrs. L. J. Marcotte and Mrs. B. B. 
Gribble. 

Thomas Pansing, insurance commis- 


sioner of Nebraska, Homer Rose, dep- 
uty commissioner, whose work deals 
largely with A&H, and Mayor John 
Rosenblatt of Omaha took part in wel- 
coming the convention. Mr. Pansing 
urged that agents have integrity, prac- 
tice complete honesty, and employ ef- 
ficiency in selling. 

Tom Callahan, outgoing president, 
presented the convention as a “work- 
ing convention,” and Chet Elson, gen- 
eral agent, Mutual Benefit H.&A., Wa- 
terloo, Ia., sounded the keynote address 
in the opening session with an analysis 
of the ability to work and the other 


THEY were such friends that the only thing they ever 
disagreed on was whether dog meat was good to eat it 
you were hungry enough. Except for that, Meriwether 
Lewis and William Clark fitted together as close as 

a bullet in a gun-bore. And they've been that way in the 
history books ever since. 


Ever since 150 years ago this month, in fact. For it was 
May, 1804, when Lewis and Clark started up the wide 
Missouri on one of the great expeditions of all time. 

It wasn’t just that they traveled 8,000 miles to the coast 
and back... or that no one had ever done it before... or 
that the country was as mean and tough as a grizzly’s 
temper. No, it was bigger than that. 


President Tom Jefferson had just bought a piece of land 
called ‘‘Louisiana.’” Even smart Mr. Jefferson didn’t know 
how big it was, what it was like, or even for sure where 
some of it was. Not a man alive could answer the 
questions he had about it. So he changed his questions 
into orders. ‘You will proceed... You will find out... 
You will report ...”” Two thousand words, and he 
didn’t miss a thing. 

He handed those orders to Meriwether Lewis, 

age 29, and William Clark, age 33. 

And the answers they brought 





back to Mr. Jefferson’s questions after two years and four 
months in the wilderness filled seven printed volumes! 

The maps they made were unbelievably accurate. Their 
data on plants and trees opened a whole new field to 
botanists. Their fund of information on Indian tribes is 
important to anthropologists even today. Their mixture of 
cool courage and thoughtful decency in dealing with the 
Tribes was some of the most expert diplomacy we've ever 
had. And by reaching the Columbia and following it to 
the sea, they clinched completely our later claim to all 

the rich Northwest. 


But their greatest achievement of all was what they did to 
American minds. Until these young friends went out 
there, and came back to tell of it, the West was only a 
vast, mysterious fantasy. They turned it into a fabulous 
fact. And from that moment on, Americans poured by the 
tens of thousands onto the fresh, new land. 


So mark their names well, this month of May, 150 years 
later. Put them high on your list of the great Americans. 
But be sure to write their names down the way they’d like 
it... side by side... Lewis and Clark. 


MUTUAL LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 
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necessities which the career salesman 
must possess. He must work with 
words, thoughts and imagination in 
arousing the emotions of people and 
in enlarging his own stature in the 
opinion of himself and of other people. 
Many who heard him were remember- 
ing his recollection that “there are five 
things that make a career insurance 
salesman. First and most important is 
enthusiasm, and the hell with the other 
four.” 

Words, he said, are the agent’s wea- 
pons and his tools. He urged greater 
use of emotional selling, in which 
words have such great power. 

“Imagine yourself being successful,” 
he urged, “and you will find yourself 
working to make yourself a success.” 
The work requires concentration, but 
it will net results. 

Dwight Mead, general agent for Pa- 
cific Mutual Life, Seattle, was the 
luncheon speaker on Monday, intro- 
duced by E. H. “Count” Mueller of Mil- 
waukee. Mr. Mead looked back upon 
his more than 40 years of success in 
the business and said that “we have 
only just got started.” 

He gave as his recipe for success: 
(1) A definite work schedule, (2) suf- 


ficient office hours to capitalize fully 
the field hours, (3) organized prospect- 
ing system for interviewing select pros- 
pects, (4) a record that will keep the 
agent stimulated to greater achieve- 
ment, and (5) ability to stick to the 
work program every day. Making 15 
to 20 calls a day and getting four to 
eight interviews will result in substan- 
tial volume. 

In stating that the industry’s public 
relations work has not been the best, 
he exhibited the results of such work 
that was accomplished in Seattle, in 
the form of a portfolio of newspaper 
clippings, telling the story of public 
relations work by the Seattle Daily 
Times, the medical society and the 
University of Washington’s school of 
medicine in conducting five question- 
and-answer panel sessions on health 
subjects. He suggested that the inter- 
national association inform every local 
organization of what was done in Seat- 
tle in gaining public interest. 

Fundamentals in the steps of the 
sale, from prospecting to the approach, 
the presentation, meeting objections, 
and closing, were largely reviewed in 
the session-long sales clinic, of which 
Clifford McDonald, International Fi- 
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delity, Dallas, was moderator. 

Eugene V. Boisaubin, agency super- 
visor for General American Life, St. 
Louis, discussed prospecting as the 
heart of the sales problem. He ex- 
hibited a large red “prospecting heart” 
which showed some of the arteries that 
pumped prospecting blood into it. 
These, as sources of prospects, are: 
policyholders, new buyers of policies, 
people who did not buy, claims paid, 
newspapers, men and women over age 
55, children, blue-shirt workers for 
non-occupational coverage, sole pro- 
prietors, business insurance life cases, 
guest books for patients, where the 
agent lives, where he buys, the occu- 
pational section of his rate book, and 
where he visits. 

He brought out that prospecting to- 
day is either a problem or a process. 
When it ceases to be a problem and 
becomes a process, then the agent is 
on the road to success. He said pros- 
pecting must become a habit, and that 
the agent is not long for the A&H busi- 
ness who does not carry a notebook in 
which he can put the names of pros- 
pects through the day. 

E. D. Speer, manager, Great Ameri- 
can Reserve, San Antonio, outlined 
fundamentals of the approach as used 
in the disability insurance sales course 
in Texas. In likening prospecting to 
hunting, he said there are two ways to 
get game if the technique of the ap- 
proach has not been perfected. One, 
called “still hunting,” is to wait for 
the game to come to the hunter. The 
other way is to prowl noisily looking 
for the game and thereby scaring it 
away. 

He said there is the mental approach 
and the physical approach. The mental 
aspect of the approach starts, he said, 
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“when you first, deep down in your 
own heart and in your own mind be. 
come convinced that A&H insurance ig 
a must for every person who works 
for a living.” The physical aspect, he 
said, includes the way of dressing and 
interview manners. Be pleasant, sin. 
cerely so, with settled intent. 

There are three main kinds of pros. 
pects the agent can approach: friends 
and acquaintances, referred leads, and 
cold canvass. “If you are going to talk 
to your friend about insurance, make 
it an insurance call. Then the interview 
can be controlled by you.” A referred 
lead is a friend of a friend, and the 
agent must be prepared to get off of 
that basis and onto one of his own. The 
bugaboo of cold canvass is one that 
scared most salesmen, but experience 
with it is good training. 

In explaining his ideas about the 
presentation, Alfred K. Perego of the 
Alfred Perego agency, Milwaukee 
turned back to the tried and still true 
basic fundamentals: get attention, gain 
interest, create confidence, make the 
close. 

“You can be an expert at prospect- 
ing, you can be an expert with the ap- 
proach. Then you need the faith in 
yourself. It shines through. It is sin- 
cere.” 

He emphasized that. no agent should 
go into the field without a “pure, un- 
adulterated canned sales talk, because 
you know you have a track to run on 
when you have a good talk. 

William G. Coursey, managing di- 
rector of the association, described 
methods of closing and meeting objec- 
tions. He said that when the sales 
presentation is good there isn’t much 
that needs to be done about the close. 

The difference between a mediocre 
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salesman and a definitely successful 
ene is the ability to pick out the legiti- 
mate objections as compared to ex- 
cuses. “If you have a serious objection 
and do not at that moment overcome 
it you have erected a sales barrier that 
js almost certain to defeat you,” he 
warned. “You must find them and 
overcome them. 

The best way to find them is to ask 
for them; then wait for an answer.” He 
made these suggestions: answer objec- 
tions before they come up; be sure to 
have an answer ready; don’t fight the 
prospect; ask why, to bring objections 
into the open; when the prospect says 
no he is avoiding an objection; give 
prospects credit for intelligence. 

“Termites” was the subject of Travis 
T, Wallace, president of Great Amer- 
ican Reserve, Dallas, who gave one of 
his characteristic and illustrative de- 
liveries. He likened the hidden and 
damaging inroads made by termites, 
to the inroads that “termite habits” 
make upon an agent’s earning ability. 
Trivial interruptions, such as running 
errands for the wife and doing house- 
hold chores, are among the worst of- 
fenders, he said. 

He said that if you go for a spool of 
thread it will probably cost you five 
cents, but if you go for it during work- 
ing hours it can cost $20. “For $20 you 
can buy 400 spools” he explained, as 
he hurled what seemed to be 400 
spools of thread into the audience. 

Losses from termite habits are tre- 
mendous, he said, when measured in 
dollars of sales lost. “That interview 
you missed is gone forever, flushed 
down the drain.” The habits, he said, 
can be exterminated by forcing them 
out and then by bwilding a shield to 
keep them out. 

Public relations was the subject of 
representatives of the various insur- 
ance organizations who were members 
of the trade association panel, of 
which Leonard McKinnon, chairman 
of the public relations committee, was 
moderator. 

E. H. O’Connor of the Insurance Eco- 
nomics Society reported that 200 detri- 
mental insurance bills in 22 states have 
been disposed of in the past nine years. 
He blamed aspirations of vote-seeking 
politicians for much of the legislative 
activity. “The man who buys an inex- 
pensive policy should not complain if 
it falls short of the more expensive 
ones,” he said. 

Roy MacDonald of the conference 
spoke next. 

Carl Ernst of North American Life 
& Accident, St. Paul, a former presi- 
dent of the International and now A&H 
insurance chairman of National Assn. 
of Life Underwriters, suggested two 
things to cure the sore of bad public 
relations: First, set up ethical stand- 
ards of advertising for individually 
written policies and obtain a signatory 
agreement to them of all companies, 
which should be published and passed 
to agents for their use. Second, when 
claims are in dispute, have the agent 
sit in and make his a part of the dis- 
puted situation. 

R. L. McMillon, Business Men’s As- 
surance, Abilene, Tex., who last year 
was a hit of the convention with his 
famous “Penetrating Oil” talk, put on 
a new performance entitled “Gaze at 
the Candlestick.” It was in the form of 
a small play with a moral that bad 
business practices can lead only to bad 
results. His props were a 5-foot can- 
dlestick which represented the A&H 
business, a red cardboard heart rep- 
resenting “first love,” a pot of money 
representing income of the people, and 
a telephone over which all business of 
the “stock mutual legal reserve assess- 


ment company” was conducted by 
“president” McMillon. This fictional 
company operated in every respect 
contrary to good business and public 
relations principles. Because of this the 
blow finally comes when the candle- 
stick (A&H business) disappears from 
the scene as also does the “stock mu- 
tual legal reserve assessment com- 
pany,” and its president turns back to 
his first love, an honorable company 
with honorable dealings. 

O. K. Johnson, manager, Business 
Men’s Assurance, Omaha, gave sales 


ideas in multiple-line selling of A&H 
with life insurance, and Albert H. 
Wohlers, Youngberg-Carlson agency, 
Chicago, spoke on selling A&H with 
casualty insurance. Mr. Johnson dem- 
onstrated a sales talk with the use of 
enlargements of visuals from the sales 
kit. 

Mr. Wohlers cautioned that large 
casualty companies now practically 
dormant in selling individual coverage 
will sooner or later waken and come 
into that field with their thousands of 
agents, and in no uncertain way. 


Fete Bryan on Retirement 

E. C. Bryan, district agent for North- 
western Mutual Life at Sheboygan, 
Wis., is retiring and will devote his 
time to personal production. H= was 
honored at a testimonial dinner at- 
tended by home office representatives 
which commemorated his 45 years 
with the company. 


Oregon Co. Appoints Lloyd Bunch 
Lloyd R. Bunch, formerly group su- 
pervisor for Metropolitan Life, has 
been appointed superintendent of 
agencies of Ins. Co. of Oregon. 
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‘Success is his trademark’’ 
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Like most tales of success, this story also begins with “ONCE UPON A TIME” 
-- but this is not only the drama of one man’s climb up the ladder of success; it is 
also the picture of a man who is still warmly known by his gang as ‘“‘Chuck”’. 


Chuck Childs spent his early youth as an electrician’s helper in the coal mines 
of Pennsylvania, where the seed of success was soon to take root. Today at 49, 
Chuck is one of Minnesota Mutual’s most successful General Agents. His agency, 
the C. E. Childs agency of Denver, Colorado, has been Minnesota Mutual’s leading 
agency for the past five years. In 1953 alone, the Denver Agency paid for over 
$8,000,000 of ordinary business. 


One clue to Chuck’s rapid success can be found in his determination and ability 
to overcome obstacles. Born in Uniontown, Pennsylvania, he attended Uniontown’s 
Business College at night, working in the coal mines during the fall and winter, 
and playing professional and semi-professional baseball in the spring and summer. 
Another contribution to Chuck’s success is his easy way of getting along with 
people. Before he became associated with Minnesota Mutual, Chuck had 13 
years of sales experience -- twelve in the insurance field. In 1939 he was ap- 
pointed General Agent for Minnesota Mutual at Danville, Illinois, which 
was his first successful venture in the general agency field. In 1941 Chuck 
was transferred to the home office as Assistant Superintendent of Agencies. 
Two years later, he re-entered the field of agency management when he 
was named General Agent for Denver, Colorado. 


At Denver he has done a phenomenal job. His present staff of 21 men 
have insurance in force totaling $35,000,000. His agency of two men in 
his very first year at Denver produced over a million, and in the third 
year paid for better than $4,000,000. In 1953 his total was over $8,000,000 
of paid ordinary business, largely sold right in Denver. 


Chuck modestly attributes his success to his boys, who are equipped with 
the finest sales tools ever produced by any company. particularly the Minnesota 
Mutual Success Bond presentation. One-third of Minnesota Mutual’s top pro- 
ducers in the field in 1953 were in the Child’s agency. Four are on the President’s 
L’ Dozen regularly and two of his agents are members of the Million Dollar Round 
Table this year. One of his agency supervisors, L. A. Frohardt, recently became 
associate general agent in Grand Rapids, Michigan. 


Chuck’s favorite topic concerns his family, which consists of four children and 
three grandchildren. His daughter, Betty, lives in Uniontown, Pa. and his son, 
Charles, Jr., is now affiliated with the home office of Minnesota Mutual in St. Paul, 
Minnesota. His brother, Harry, is general agent for Minnesota Mutual in Danville, 
Illinois. When you can’t find Chuck in the office, he will either be at home with his 
lovely wife, Georgette, and his two children, Janice and Joe, or indulging in one 
of his many sports, the favorite of which is dry fly fishing for the wily trout at his 
mountain hideout near Denver. 
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NAIC OKs Vigorous Action 


on A&H Complaint Sources 


(CONTINUED FROM PAGE 4) 
department expects to be able to de- 
termine if Ohio citizens are paying for 
claims arising in other states. 

He does not believe Ohio statutes 
are stiff enough. They permit the state 
to tell a company to stop using mis- 
leading advertising, but what about the 
people that believed the advertisement? 
The company then can feature another 
part of the policy, the department can 
say “stop”, and this might continue 
through all the parts of the policy. 

He thinks use of the term “cross” in 
certain cases may lead to misappre- 
hension by the public. Some companies 
require no examination of insured. Yet 
many persons are honest when they 
write on the application that they are 
in good health. He thinks these com- 
panies should be required to state also 
at the time of sale that they will not 
pay a claim if at the time they went on 
the risk insured had had that illness. 

He said if NAIC came out strongly 
for rules and regulations along these 
lines it will help Ohio secure remedial 
legislation. 

John Lange, associate general coun- 
sel of Assn. of Insurance Advertisers, 
said that ousting of FTC jurisdiction 
requires multiple state action. The the- 
ory that if a company is licensed in one 
state and writes business in another 
it must be regulated by both states is 


a dangerous one. If uniform fair trade 
practices acts are in effect in all states 
and enforced, the unauthorized insur- 
ers act is not needed to eliminate the 
FTC from the field of regulation. A 
large part of insurance transactions are 
in states where insurers are not li- 
censed because of the mobility of pol- 
icyholders. 

Pansing of Nebraska said resolutions 
2 and 3 were redundant because NAIC 
already has urged them. He doubted 
the wisdom of stirring up a hassle over 
items already proposed. No. 1 seems to 
him an 11th hour effort. The resolu- 
tions are aimed at legislatures, which 
won’t convene until January, se there 
is no hurry. He thinks a patchwork 
approach to the problem of A&H criti- 
cism is a poor one, and expressed hope 
that the industry and NAIC will come 
up with a full program. The resolu- 
tions are paint on scratches when the 
auto needs a complete paint job. 

es e + 

Berkeley Cox of Aetna Life said he 
did not want to see steps taken which 
would hamper the continued experi- 
mentation in this field. The problems 
in the field are not new but what is 
new is that major elements of the 
business have united—casualty and 
life—and the hope now is that the in- 
dustry and NAIC can join up in tackl- 
ing the problems. 

Moses G. Hubbard, Commercial 
Travelers of Utica, representing Inter- 
national Federation of Commercial 





when you 
see 
this sign... 


it’s time to talk 


ZN 











FAMILY-SIZE 
HOMES 





He’s reached a happy moment in his life. He’s bought o 
new home. He's ready to listen to MASTERPLAN. 


John is 28, married and has three children. He wants 

to be sure his family will always have this home... 
whether he lives or dies. He buys a $10,000 policy 

that adequately covers the mortgage balance. 

John’s premium is $308.70. Home payments are out of 
the way after twenty years, so John stops paying both on 
his mortgage and his MASTERPLAN. Both his home and 
his $10,000 Insurance Estate require no further deposits. 
The years go by. At age 65 he has built-up an impressive 
cash fund of $9800, (including dividends) for which he 
paid $6174. He has had $10,000 of insurance 
protection for 37 years, plus a 59% cash profit—or he 
can have an annual income of $740.40 for life. 


He's had home protection for his family... 
for emergencies... 


cash available 
and security for the future—all in 


one completely comprehensive and flexible MASTERPLAN. 





Extraordinary case?... 
YES! and these are just a few of the many unique 
features in MASTERPLAN—a Complete Insurance 

Program wrapped-up in one simple, easy to sell package. 


NO! Exceptional benefits? ... 


For further information, write Frank Vesser, Vice President 
General American Life 
one of the nation’s leading mutual legal reserve companies 

ST. LOUIS, MO. 
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The last photo- 
graph of Illinois 
Insurance  Direc- 
tor Robert Barrett, 
(right), before 
his death early 
this week, was 
taken at the NA- 
IC meeting in De- 
troit by Harry 
Fuller, midwest 
manager of Na- 
tional Bureau of 
Casualty Under- 
writers. Shown 
‘with him, from 
left, are Eldridge 





H. Henning, president of Central Standard Life, a J. A. Barry, president of 


Corroon & Reynolds group. 


Travelers Companies, said 95% of the 
public knows it is getting cancellable 
insurance because agents tell them so. 
Most by-mail insurance gives that in- 
formation. He asked if there is an evil 
to be corrected and if so can it be cor- 
rected this way? He believes that if 
policyholders don’t read their policies 
they don’t read the first page. More 
and more has been going on the first 
page. It now has whether assessable or 
non-assessable and whether limited or 
not limited. Now the commissioners 
want to put on whether cancellable or 
not cancellable. Pretty soon there will 
be so much on it no one will pay any 
attention to any of it. 

The way to solve the problem is for a 
committee of the industry and the 


NAIC to formulate rules and regula- 
tions not recommended on five min- 
ute notice. 

Mr. Martin said the legislation rec- 
ommended by the first resolution has 
just been passed by the Louisiana leg- 
islature. As to the second resolution, 
Mr. Hubbard rejoined, the commission- 
er can control his companies if he has 
his heart in the matter. The resolution 
would affect good companies like his, 
he said. Passage of such legislation 
would imply that his companies are 
meretricious. All mail order business 
is less than 2% of the total A&H in the 
country. His own company does about 
half the business done by all mail or- 
der companies and does a good job. 
The resolutions would hamstring and 
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crucify the companies that are doing 
a good job. 

Mrs. Hobby’s talk was received po- 
litely by the commissioners. She em- 
phasized that the success of the fed- 
eral A&H reinsurance proposal de- 
pends on a closer working relationship 
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with commissioners and insurers. She 
asked for an NAIC committee to work 
with her department. In backing it so 
vigorously the administration believes 
it is meeting the challenge of the de- 
mand for extending A&H, by voluntary 
means. 

The administration firmly adheres to 
and believes in the principle of state 
regulation of insurance as set forth in 
public law 15, she declared. The com- 
missioners’ own alertness to any pos- 
sible danger affords additional protec- 
tion on this score. If there is any word- 
ing in the present bill which fails to 
make the government’s attitude clear, 
she thinks the bill should be changed 
and would recommend such a change 
to Congress immediately. The bill con- 
tains many safeguards to protect state 
rights and the private insurance sys- 
tem. The bill specifically provides that 
the services of state insurance authori- 
ties shall be utilized in operating the 
program. 

She said she hoped NAIC would 
designate a standing committee to 
serve as liaison with her department. 
NAIC suggestions and recommenda- 
tions, especially as to setting up the 
terms for approval of reinsurance ap- 
plications, would be of the greatest 
value. She would like “to see the Smith 





Commissioner A. J. Jensen of North 
Dakota, decked out in a new Beaver 
cap, with his chief examiner, Harold 
Hopton. The caps were a gift from a 
local newspaper editor in North Dakota. 


and Wolverton reinsurance bills 
amended so they specifically provide 
for this liaison with state insurance 
commissioners.” 

The program is necessary—impera- 
tive, she declared. This is demonstrated 
by the public pressures that have been, 
and still are, responsible for proposed 
legislation of an exceedingly drastic 
nature. The program puts forward a 
sensible and practical way to encour- 
age insurance companies and other or- 
ganizations such as Blue Cross and 
Blue Shield to expand and improve 
their services. 

At the conclusion of her talk the 
commissioners adopted a_ resolution 
that was full of flowers for Mrs. Hob- 
by but did not run contrary to the 
resolution of April which strenuously 
opposed the federal reinsurance bill. 

Mr. Murphy in his presidential ad- 
dress said he believed it is the duty 
of every commissioner to consider seri- 
ously proposals made or that will be 
made by the Department of Health, 
Education & Welfare in trying to ar- 
rive at some reasonable solution to 
their problem. He thinks that no- 
where in the reinsurance proposal 
should there be any encroachment on 
state regulation of insurance. 

Frank Fullenwider of California sug- 
gested several amendments to the 
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Every company has its aces... its crackerjacks... 
its star producers. And similarly, every company has its 
agents... the men who are regular, consistent producers 
with few peaks or valleys...and no slumps. They are 
the men who offset the peaks and valleys of the aces. 
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Today, it is important to have a good number 
of aces and agents in the field...and we're happy to 
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meet these company standards, we can help assure your 
success in the business. Because, when you join the 
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year commissions, liberal bonuses, effective sales train- 
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intimate, helpful relationship with the Home Office, will 
return the success you have a right to expect. Just ask 
any Capitol Life representative. 
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principles, rules and regulations pro- 
posed for credit life and A&H, which 
were adopted (with the subcommittee 
being discharged) by the life commit- 
tee. 

The executive committee agreed to 
make Mr. Fullenwider’s suggestions a 
part of the report and be included in 
the proceedings for informational pur- 
poses only. 

This established a pattern. Some 
suggestions by Arthur J. Cade of Old 
Republic Credit Life, who spoke for 
Consumer Credit Insurance  Assn., 
were treated in the same way, as was 
the statement of Oren Pritchard of 
Union Central Life, Indianapolis, 
chairman of the law and legislation 
committee of National Assn. of Life 
Underwriters and by Wayne Cook, 
counsel of Household Finance Corp. 
Carlyle Dunaway, counsel of NALU, 
spoke for Mr. Pritchard. Sullivan of 
Kansas, filling in for the ailing Fischer 
of Iowa, handled this part of the pro- 
gram. 

Mr. Cade said his organization urged 
commissioners to adopt rules and regu- 
lations on sale of credit life and A&H. 
The association endorses the regula- 
tions proposed. However, the associa- 
tion believes the scope of the regula- 
tions extend beyond the safeguard nec- 
essary to remedy the abuses, impose 


undue burdens on industry and areto refile policy forms and make the 


not necessarily in the public interest, 
in two respects. 

This situation can be remedied by 
adopting two amendments, one of 
which would make the installments 
“substantially equal’, and the other 
would add to the rule that in event of 
cancellation, return premium shall be 
promptly paid to the person entitled 
thereto, the phrase “or credit to the 
next installment. The first would en- 
able the creditor to provide proper 
coverage to individuals whose in- 
debtedness is repayable on an irregu- 
lar basis, like teachers and farmers, 
and will enable the creditor to provide 
proper cover to individuals whose in- 
debtedness involves a_ substantial 
balloon payment. The second enables 
individual insured to cancel coverage 
remaining in force upon renewal, re- 
financing or repayment of the debt, 
but at the same time does not deny 
the insured the right to retain such 
protection if he likes. 

Insured should be notified in writ- 
ing of his privilege to cancel when 
the debt is liquidated, but it would 
impose an undue burden on industry 
to make it mandatory to include such 
provision in the policy. That may turn 
out to be the most practical way for 
industry to act, but it will take time 





Packaged 
Insurance 
Sells 
Faster 


Packaged Plan No. One 
THE MACCABEES 
MORTGAGE GUARANTEE PLAN 


The Market—Wore than 10 million homes carry 
mortgages, Each mortgage represents a family’s largest 
single debt—and the greatest threat to the 

security of the wife and children. Life insurance 
offers the only practical solution. 


The Insurance Plan—The Maccabees Mortgage 


There is no need for a prospect to buy more 

or less than he needs, 

Sales Aids—Direct Mail prospecting is an integral 
part of this packaged plan. Letters are free to 

our agents in unlimited quantities including all 
postage costs. 

Our field expansion program has opened many 
excellent opportunities for rapid advancement. Write to 
Robert 0. Shepler, Field Director, for 

complete information. 
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necessary changes in operating proce- 
dure. 

He also suggested that the rule that 
the statement delivered insured be 
changed so it will not serve as a bind- 
er. Otherwise, insurers would have to 
file with each insurance department 
copies of all conditional sales contracts 
and other loan instruments. 

The NALU would like to prohibit 
agents, brokers or persons affiliated 
with a creditor being designated agent 
or representative of insurer. 

Mr. Cook cautioned that where the 
uniform small loan law is in effect 
tie-in sales are prohibited and li- 
censees under that law do not sell 
insurance. 

The group life subcommittee, headed 
by Gillooly of West Virginia, voted to 
ask the industry to appoint a commit- 
tee to study suggestions on furnishing 
insured certificates under group life 
master contracts, that proposals of this 
committee be circulated to supervisory 
officials for their reaction, and that the 
subcommittee consider the proposals 
after which it will report at the Decem- 
ber meeting. 

The industry will be asked to con- 
tinue its study of the proposals to 
amend the group life bill—by reduc- 
ing minimum number of lives from 25 
to 10, increasing facility of payment 
limit from $250 to $500, amending 
group creditor coverage definition, and 
requiring statements of insurance un- 
der group credit policies. The subcom- 
mittee then will meet to consider re- 
ports from the industry and itself 
report in December. Promulgation of 
the group life definition and standard 
provisions is postponed until the sub- 
committee reports on the other mat- 
ters above. 

There was considerable discussion 
at the meeting of the Blue Cross-Blue 
Shield subcommittee on terminal ma- 
ternity liability, or deferred maternity 
reserve. The subcommittee agreed to 
accept briefs from interested parties 
and will hold a special meeting on the 
subject before the December NAIC 
convention. 

Jay C. Ketchum of Michigan Med- 
ical service said that a state by state 
summary of the statutory provisions 
relating to Blue Shield will be sub- 
mitted to the subcommittee in a 
month or so. 

The examinations committee went 
on record recommending triennial ex- 
aminations for all types of insurance 
companies. 

Zone 3 voted to hold its meeting next 
year May 1-4 in Louisville. Zone 5 
will meet in Santa Fe in the spring. 

A subcommittee was named by the 
fraternal committee to meet with a 
committee of National Fraternal Con- 
gress on the proposed model fraternal 
code. Members of the NAIC group 
are Pansing of Nebraska, Lange of 
Wisconsin, Jensen of North Dakota and 
Gillooly of West Virginia. This group 
will meet in Chicago as soon as pos- 
sible. At the meeting of the fraternal 
committee, Lendon Knight and Foster 
Farrell represented the congress in 
discussions of the code. 





Prudential Opens Babylon Office 

Prudential has opened a new district 
office at Babylon, N. Y., to replace a 
branch of the Patchogue office. Rob- 
ert M. Wickham, who has been man- 
ager at Patchogue, will head the new 
office. He has been with the company 
since 1926. 


Madole Heads Dayton CLUs 

Ray C. Madole, Aetna Life, is the 
new president of Dayton CLU chapter. 
Thomas H. Gillaugh is vice-president 
and Harlan R. Sacks secretary. 





Bunker Now General Agent | NOT 


Albert J. Bunker, assistant manager 
of the Prudential ordinary office a 
Madison, Wis., since 1948, has been ap. 
pointed general agent for Wisconsip 
Life in Madison. He succeeds H. R 


Noer, now a special representative, 


Mr. Bunker started in the business at 
Beaver Dam, Wis., after army service 
in 1946. He recently was elected presj. 
dent of Madison Assn. of Life Under. 


writers. 





WANT ADS 


Ri 
mum. Limit—40 words per inch. Deadline 5 P. M. 
Friday in Chicago office—175 W. Jackson Blvd, 
Individuals placing ads are requested to make 
payment in advance. 
THE NATIONAL UNDERWRITER— 
LIFE EDITION 
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OPPORTUNITY 


An Old Line Legal Reserve Life 
Insurance Company, located in the 
Southeast, which is now in its 47th 
year of successful operation, is seek- 
ing the services of a qualified per. 
son to supervise its present agency 
organization in South Carolina, 
Georgia and Florida and to build 
new organizations in that territory. 
The person selected must have had 
life insurance selling experience and 
it is preferred that he has had 
supervisory experience. 


An attractive arrangement will 
be made with the person selected, 
Reply in strictest confidence to Box 
Z-36, The National Underwriter Co., 
175 W. Jackson Blvd., Chicago 4, Ill. 








AGENCY 
DIRECTOR 
WANTED 


by old line legal reserve com- 
pany licensed in six southern 
states. Excellent opportunity for 
man between 35 and 50 with 
successful experience in selling, 
recruiting, training and super- 
vising an agency force. Reply 
in confidence to Box Z-62, The 
National Underwriter Co., 175 
W. Jackson Blvd., Chicago 4, Ill. 








AGENCY OPENINGS 
AVAILABLE 


Fast growing legal reserve fraternal life 
insurance society has splendid agency 
penings in Milwaukee, La Crosse, Madi 
son and Green Bay, Wisconsin. In_ first 
reply furnish qualifications, including f- 
nancial status, and photo. Address 2-59, 
The National Underwriter Co., 175 W. 
Jackson Blvd., Chicago 4, Ill. 











OHIO STATE MANAGER & GEN. AGENT 


Wants to represent a stock Life company with 
Accident and Health and Hospitalization cov- 
erages. A well capitalized agency recently 
incorporated, with years of experience in Of 
ganization and insurance. Address Z-32, 
National Underwriter Co., 175 W. Jackson 
Blvd., Chicago 14, Ill. 








REGIONAL GROUP MANAGER 


Eight years supervisory experience with major 
company. Change considered. Desire respon 
sible position with expanding group company 
in field or home office sales or underwr' 

department. Address Z-56, The National Under 
~~ Co., 175 W. Jackson Blvd., Chicago 4 
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Agent | NOT POCKETBOOK CONCERN Gilmore Addresses Opening 
Session of MDRT Parley 
office ttce'e| Prit Pritchard Amplifies (CONTINUED FROM PAGE 1) 
Lect that the whole system doesn’t go far 
: 2 Ind. Arg uments vs. enough. Instead of taking this attitude, ‘ 
our lawmakers should be trying to put CLUAMLILEAILCL 
tive, at | Feder al Gr oup Pp lan the system on a sound basis.” 
Y Service The vigorous opposition of Indiana Mr. Gilmore also termed the current 
ed presj.| Assn. of Life Underwriters to the Ei- federal A & H investigation a further 
e Under-| senhower proposal for special group evidence of the tendency of govern- 
insurance on federal employes is not ment to expand its control over the in- 
———==—=| mere “pocketbook concern over ab- surance industry. 
sence of commissions,” Oren Pritchard, Mr. Gilmore called on MDRT mem- 
manager, Union Central, told mem- bers to provide greater leadership for 
S bers of General Agents & Managers of the insurance business through contin- 
ch mini- Indianapolis at their annual meeting. ued cooperative educational work 
5 - ¥. Mr. Pritchard is legislative chairman Within the organization’s membership, REMEMBER THAT 
c Bind of the Indiana assoeiation and of the through influencing company policies rl 
General Agents & Managers, chairman and through setting the proper example Our service extends to 
i of the state law and legislation com- ——— ps aii He pointed bd he each feature of Accident 
—————.|_ mittee of NALU, and a member of its membership as an importan 
| federal law and group committees He factor in this connection, citing its and Health covers and to 
| spoke in response to an ovation given growth in recent years. He said that in the casualty features of 
TY him by the meeting for his vigorous piney a bps Laoag es 9 for every Life Policies in which 
work in his various capacities agents, while today there 1S one ° : 
e Life || Reporting on the Indiana associa- member for every 172 agents. He noted Reinsurance is currently 
in the || tion’s action at its annual meeting last that there has been a 165% increase in practiced. 
's 47th | month when it passed resolutions con- MDRT membership since 1945 as We invite your inquiry. 
a demning increases in social security against only a 42% increase in the 
sca benefits and tax base and another res- total field forces in the United States, 
et | olution condemning the administra- while new business has risen only 
. build | tion’s group plan as proposed and call- 139%. 
rritory, ing on NALU to rescind its approval of 
ve had |! the latter, Mr. Pritchard declared the 25-Case Minimum Removed 
ce and | association is not opposed to federal 
shad employes being covered under a group From U.S. Group Plan 
| plan. (CONTINUED FROM PAGE 1) Poeinsweance e 
it will | “What we oppose,” he explained, “is man of the civil service commission 
lected. the government demand for special and Marion B. Folsom, Under Secre- 
> ps | privileges rather than using standard tary of the Treasury. Besides Messrs KANSAS CITY 
ms group plans. We feel that if the plan Schmuck and Kreeger, the second you ome 
> 4, Um starts off in any degree a ‘legislated day’s testimony was mainly that of ‘he — a ee Ce 
| plan,’ every indication of the history of representatives of federal employes Hp) ’ 
7 | government participation in such ac- organizations. a 
I tivities is that there will be a long list Sen. Johnston of South Caroline 
| of future legislative additions. Social observed at one point that it would 
| insurance is legislated insurance; and be possible for the insurers to cancel. 
legislated insurance is no less social Sen. Carlson of Kansas, committee 
insurance simply because it is handled chairman, replied that they “would be ‘ 
by private insurance companies. very reluctant to cancel.” 
esis | Fe te ‘ “Yes,” answered Johnston, “unless 
i they weren’t makin, ay 
sthern “The argument that if the industry hi is stains \| \| 
| does not accept this proposal, the gov- Cc b ll S ds L hl 
ity for ernment will self-insure does not hold ampbe uccee ashley 
° | water,” Mr. Pritchard charged. “If it n 
) with | self-insures, then the true nature of the I en _ s 
elling, | song ame — — of vn pointed Bankers Life of lowa pol From the Potomac to the Gulf of Mexico, you 
en under an invalid ‘private enter- ; ; ‘ , é 
super | prise’ label as at present. Moreover, if peers a — will find Liberty Life. And where Liberty Life 
Reply | the government self-insures, then at turning to Wichi- is, there you will find that service comes first. 
> The least it will not be regulating private ta, Kan., as assist- 
a insurance by the back door, as the ant manager. : 
, 175 || present proposal will inevitably do. ‘ og ae " In a fertile region, where opportunities abound, the 
“Life : 2 as been in life . ares ? ; ee 
4, Ill. Posy _ ee ination sinde Company’s representatives have disproved the old saw 
Sth teeeeee in the veniemn teoves." Haag — “yi oe that “the grass is greener on the other side of the 
| “€ pointed out. ey will not feel the state district | ence. ney have found success at home. 
MN ie pointed out. “They will not feel th thal Life’s district. fa fence.” They have found tl 
| same compulsion to extend themselves ceed Jack K.Lash- | — = h a 
for service unrecognized in this par- ) ley, who is re- : nd the Southeast means home. Our branch offices 
Sno negotiation, and they object to 14 = at Bg are staffed by men and women who serve their friends, 
nal life|/ y-passing the American agency sys- aha umbus. He he ce P i é aes ; . 
agency || tem and its record of service to the Milton Campbell that post from | walgnnnts; raeaenening sie - m seni 
, Madi! American public. astlacth me ing 1953, a0 — taining to Life insurance, that is their business. 
In first &“ : #9 : was supervisor there for the preceding 
ding fr || hind Sage og gl basal nage eight months. He began as an agent at Located in the very heart of the Southeast, Liberty 
= this administration and its pledges of aa rycen a <2 Staged ania Life is proud of its region—proud to have contributed 
"|| Support of private industry contrasted . to its rapid and sound development. Proud to be a part 
to its record to date through its actions Elect Wylie at Kalamazoo of it ' 
————| ON social security, the health reinsur- 4 Teens, Oe) General Rial : 
ance plan, and this present proposal is & Managers Assn. at its annual meet- 
—_ a point which is beginning to arouse im& elected Charles B. Wylie, John 
= oom the life underwriters of the countr Hancock, president. He succeeds J. 
recently |) The gr 1 id b Y- Matt Chandler, North American Life LIBERTY LIFE 
i or || a. proposal wou reak a of Canada. Robert G. Gibbons, State 
3 p. g-held line and set a trend for spe- Farm Lifc, is vice-president and Ed- 
jac cial-privilege coverage in all types of win G. Athey, Mutual of New York, INSURANCE COMPANY 
a government units, state, county, town- secretary. 
——| ship, municipal.” Speaker was R. H. Wertz, Lincoln Home Office 
GER Officers elected were: President, National Life, Detroit, chairman of GREENVILLE, SOUTH CAROLINA 
— | Russell Simpson, Sun of Canada; vice- GAMC. 
President, Hastings Smith, New Eng- “175 : 
ompany 
ns - land Mutual; treasurer, William Smith, bs go ep geigg at bing Re 3 
cago 4 | senenein National, and secretary, about Wills” at a luncheon meeting | 
ilbert Rust, president, Insurance R&R. of Detroit life agency cashiers. | 
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Union Mutual Raises 
Schultz, Two Others 


Leslie P. Schultz has been named to 
the home office of Union Mutual Life 
effective Sept. 1 as manager of agen- 
cies. Succeeding him as director of 
agencies of the western division at Los 
Angeles will be John D. Curtin, re- 
gional group manager there. Samuel 
P. Brimigion, field supervisor, will be- 
come supervisor of agencies of the 
western division. 

Mr. Schultz joined the company in 
1949 as manager of the life department 
of Farmers Mutual of Wisconsin, mid- 
west general agents for Union Mutual. 
He became director of agencies of the 
western division in 1952. He is a CLU 
and CPCU. Mr. Curtin went with Uni- 
on Mutual in 1952. He formerly was 
with Founders’ of Los Angeles as as- 
sistant group manager. Mr. Brimigion 
started with Union Mutual in 1949 as 
supervisor of A&H accounting and be- 
came home office field supervisor in 
1952. 


American Annuity, Mich.., 


Converted to Life Insurer 


LANSING, MICH.—American An- 
nuity Savings Assn. of Lansing has 
been converted into a life company 
specializing in annuity business. The 
Michigan department issued a certifi- 
cate of authority for the new company 
to be known as American Annuity Life. 

H. B. Paton, who founded the an- 
nuity organization in 1928, heads the 
new company as president. He was as- 
sociated from the early 30’s with the 
late Nathan P. Hull who came into the 
organization after a long period as 
president of the former Grange Life of 
Lansing. 

The new company plans to develop 
an agency plant, Mr. Paton indicated, 
but has not obtained licenses as yet 
for any sales representatives. The com- 
pany starts business with authorized 
capital stock of $500,000, of which 
$200,000 has been issued. It has more 
than $1,500,000 of annuity business in 
force in the form of limited annuity 
contracts ranging up to a 16-year pay- 
ment term. 

Mr. Paton had extensive experience 
in the life field in his early days. His 
business career extends over a 39-year 


period. 
Other officers, continued from the 
old company, are: Vice-president- 


treasurer, John W. Hull; vice-presi- 
dent, John B. Pryor, a former assist- 
ant secretary under the old organiza- 
tion: hold over director, Frank E. Gor- 
man; new directors, Albert A. Elsesser, 
president of American State Bank, and 
Howard Mickelson, president of Cen- 
tral Trust Co., both of Lansing. 





Occidental, Cai., Changes; 


Pension Department Opened 


Occidental of California has estab- 
lished a pension department, a com- 
bination of the group annuities, pen- 
sion trust administration and pension 
actuaries departments, with Maurice 
Farrant as manager and Ira L. Brown- 
ing, assistant manager. The new de- 
partment will be responsible for the 
design, installation and administra- 
tion of all pension business. 

Mr. Farrant joined Occidental in 
1948 as group statistician; left in 1950 
to become actuary for Marsh & Mc- 
Lennan at Seattle, and rejoined the 
company in 1953. Mr. Browning was 
with Federal Reserve Life when that 
company was reinsured by Occidental 
in 1936. In 1944 he joined a Los An- 
geles pension specialists’ firm, and in 
1947 returned to Occidental to work 
in the group annuities and pension 
administration departments. 

A. Mason McNeill, superintendent 
of pension trust sales, and Carl Wil- 


liams, of the agency division, will 
continue to develop both pension trust 
and group annuity sales, while the 
group sales and service division also 
will develop pension plan sales. 

Occidental also has promoted James 
A. Carey, home office A&H supervisor 
since 1953, to assistant superintendent 
of the A&H department. Mr. Carey 
entered insurance as a service repre- 
sentative for Cleveland Hospital Serv- 
ice Assn. In 1949 he joined Occidental 
as A&H claims adjuster and in 1950 
became agency assistant in the A&H 
department. 





Freeman Wood Succeeds 
Roy Simon as President 


of Chicago Association 


Freeman J. Wood, general agent for 
Lincoln National Life, was elected 
president of Chi- 
cago Assn. of Life 
Underwriters at its 
annual meeting. 
He succeeds Roy 
D. Simon of Penn 
Mutual Life. Mr. 
Wood is a former 
director of the as- 
sociation and a 
past president of 
Life Managers & 
General Agents 
Assn. of Chicago. 

Other officers 
elected were: Ist 
vice-president, 
George Huth, Connecticut Mutual; 2nd 
vice-president, Henry W. Persons, Mu- 
tual of New York, and treasurer Ger- 
hard C. Krueger, Equitable of Iowa. 

A highlight of the meeting, which 
had Malcolm Adam, president of Penn 
Mutual Life as speaker, was a sur- 
prise tribute to Miss Joy M. Luidens to 
mark her 25th anniversary as secretary 
of the association. 

Miss Luidens was honored with 
testimonials and resolutions presented 
on behalf of the national, state and 
local associations. She was also given a 
bound volume of more than 300 con- 
gratulatory messages and notes from 
life underwriters and friends, as well 
as gifts from organizations affiliated 
with the Chicago association. During 
the past quarter-century that Miss 
Luidens has been with the association, 
membership has increased from 467 in 
1929 to more than 2,000, and the as- 
sociation is now the second largest in 
the country. 

With President Simon presiding, re- 
cognition was given to several groups. 
Among these were the 406 members re- 
ceiving their national quality awards at 
the meeting, of which 20 were receiv- 
ing the award for the 10th consecutive 
time. 





Freeman J. Wood 





Dallas CLUs Elect 


Maurice I. Carlson, vice-president 
of Universal Life & Accident was elec- 
ted president of Dallas CLU chapter, 
succeeding Raymond Campbell, Jr., 
Dallas general agent for Massachusetts 
Mutual Life. 

Other officers elected were: Henry 
DuBois, Dallas general agent, Minne- 
sota Mutual Life, vice-president, and 
Charles E. Gaines, vice-president of 
Great National Life, secretary-treas- 
urer. 


Indianapolis CLUs Elect 


Ivan V. Snyder, educational director 
of Indianapolis Life, was elected pres- 
ident of Indianapolis CLU chapter. He 
succeeds John Burkhart, vice-presi- 
dent of College Life. 

Other officers elected are: Central 
vice-president, Vincent I. Ryde, Con- 
necticut Mutual Life; northern vice- 
president Cecil E. Harrison, Pruden- 
tial, Frankfort; southern vice-president 
John D. Long, professor of insurance 
Indiana University, secretary-treasurer 
(reelected) Hilbert Rust, Insurance R. 
& R. Service. 








Late News Bulletins... 





(CONTINUED FROM PAGE 1) 


Superintendent of Agencies R. S. Hussey goes from the central Pacific division 
to replace Mr. Parker, with headquarters at Philadelphia. 

Charles C. Gearhart, southeastern division superintendent of agencies, 
becomes field vice-president, continuing to direct the southeastern division 


asad 





but with headquarters transferred from New York to Atlanta. 
Field Vice-president Leland F. Lyons, formerly in charge of the northeastern 
division will have charge of the greater New York division, which also includes 


northern New Jersey. 


Verne S. Stanford has been promoted from superintendent of agencies to 
field vice-president of the east central division which has been transferred 
from the eastern to the west central region. His headquarters will continue to 


be at Cincinnati. 


Harold Schenke, north Pacific division superintendent of agencies, becomes 
field vice-president of the reconstituted midwestern division, which will include 
Missouri, Kansas, Nebraska and Colorado, with headquarters in Kansas City, 

Field Vice-president F. Turner Munsell, will direct the activities of the re. 
aligned north central division, comprising Illinois and Indiana, with head- 


quarters continued at Chicago. 


Charles F. Edwards, manager at Seattle, becomes superintendent of agencies 
of the north Pacific division, succeeding Mr. Schenke. Headquarters will re. 


main in Seattle. 





Superintendent of Agencies Paul O. Klein will be transferred from the home 
office to replace Mr. Hussey at San Francisco. 


Another Readers Digest Article Attacks A¢4H 


The July issue of Readers Digest, which goes on sale June 23, carries an 


article by Blake Clark warning that: 


“Many individuals who have bought | 


health and accident policies from private companies have not received the 
protection they thought they were buying. The article reviews Senate, House 
and FTC investigations and says investigators have cautioned policyholders and | 


prospects about A&H until the industry “can be cleaned up.” 
the need of “important reforms” in the A&H business. 


Gilbert Agency Supervisor for Ailantic Life | 


The article urges | 


Ralph L. Gilbert, formerly district manager at Bristol, Tenn., for Jefferson | 


Standard Life, has been appointed agency supervisor for Atlantic Life. He 
joined Jefferson Standard as an agent in 1946, following completion of the 


Southern Methodist course. 








Indianapolis Life Names 


H. R. Parker at Peoria 


Hayden R. Parker has been ap- 
pointed general agent in Peoria for In- 
dianapolis Life. Also, effective July 1, 
the Peoria office will move to a new 
location at 1604 North Sheridan road. 
The Peoria agency is one of the oldest 
continuous agencies in the company’s 
organization, established in 1915 by 
the late Albert H. Kahler, who later 
became president of Indianapolis Life. 

Mr. Parker has been in life insurance 


since 1948, when he graduated from - 


Northwestern University. He is a com- 
bat pilot of world war 2. 


Dr. Peck Is Hancock 


Asst. Medical Director 


Dr. John M. Peck, assistant medical 
director of Fidelity Mutual Life, has 
gone to John Hancock as _ assistant 
medical director. He received his med- 
ical degree from Cornell and served 
in the navy. He has served as medical 
referee for several companies and spe- 
cial examiner for John Hancock and 
has been on the University of Pennsyl- 
vania teaching staff. 


C. J. MacDonald Promoted 
to Crown Life Agency Post 


Colin J. MacDonald, formerly resi- 
dent superintendent in Dallas for 
southeastern U. S. agencies of Crown 
Life, has been appointed agency super- 
intendent. This appointment of a U. S. 
resident as an officer of a Canadian 
company is unique in the Canadian life 
insurance industry. 











Correct Furedy Promotion Story 


John P. Furedy, new vice-president 
and board member of Beneficial 
Standard Life, formerly was with Pa- 
cific Mutual Life as an agency super- 
visor and not as director of agencies, 
as was reported in the May 28 issue. 


Miss Stone Assistant to 


Mutual Benefit President 


Mildred F. Stone, director of policy- 
owner services since 1947, has been 
appointed staff assistant to the presi- 
dent of Mutual Benefit Life. She 
joined the company in 1925. She is 
publicity chairman of Newark Assn. of 
Life Underwriters and a past presi- | 





dent of Newark CLU chapter. She has 
written several life insurance texts 
and is editor of Life Underwriting—A | 
Career for Women. 





Clean-Up Prize to Charity 

The $50 award that John Hancock's 
salary deduction and pension trust di- 
vision won in the company’s annual 
clean-up drive was donated to the 
drive of the United Cerebral Palsy 
Fund of Boston. 


New Hand-Books Ready 
for West Virginia, Md., 


Delaware and D.C. 


New, up-to-date underwriters’ hand- 
books for the states of West Virginia 
and of Maryland, Delaware, and Dis- 
trict of Columbia have just been pub- 
lished by the National Underwriter 
Company. These Hand-Books provide 
complete information on agencies, com- 
panies, field men, general agents, soli- 
citors, groups and other organizations 
affiliated with insurance throughout 
these states. 

Premiums and losses by lines, for | 
West Virginia and also for Maryland | 
for all fire and casualty companies and 
life insurance paid for and in force for 
life companies, are also presented it 
special statistical sections of the respec- 
tive volumes. Copies of either may be 
obtained from the National Under- 
writer Company, at 420 East Fourth 
stones, Cincinnati 2, Ohio, price el 
eac 
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—: A well-balanced company is, we believe, a company S a les ideas worth é 
includes = . .. whose financial position is strong ——————— 
S ... Whose geographical market embraces a ——— aa 
wee to S balance of metropolitan, town and rural —“ ; ; - 
asterred | = areas 
tinue to = . . whose policy contracts include all funda- 
sential = mental coverages... 
es —— 
include It is a company 
pribige. = . .. whose contributions to its industry have 
1 head- = — i Saletan p — It is a fact that a man’s bank account is no measure 
= o « WHhOSS growt! : n steady and uniform of his character. Neither is the mere physical size of a 
igencies = . whose size is sufficiently large to assure life insurance company a measure of the sales assistance 
will re- | > confidence and prestige an underwriter may expect. Yet, goodness knows, sales 
= .. whose management, nevertheless, has ideas are the life blood of the insurance business. 
e home = never lost the common touch with agent Size, of course, is important. And American United 
| = and policyholder is big enough to be big.* But it isn’t just size we point 
= . whose reputation as a friendly company to with pride. We're ago of our ph osophy that only 
a has been consistently upheld good business is worth selling; we’re proud of our sales 
tools and sales ideas that range from a “‘package” sales 


Fidelity is a well-balanced company tool for the beginner to expert technical advice on prob- 
lems concerning business insurance, estate planning, 


and employee benefit plans; we’re proud of the relaxed 
atmosphere that is created when harmony and under- 
T h e standing exist between the home office and its field force; 
and we’re proud that—in spite of our size—we’re sm 


FIDELITY MUTUAL enough to conduct our business on a personal basis, 
* Assets over millions, insurance in force over millions 
LIFE INSURANCE COMPANY ibe damning aneenee 
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AMERICAN UNITED LIFE INSURANCE COMPARY 
Home Office, Fall Creek Parkway at Meridian Street 
Indianapolis, Indiana 
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Write Kenneth W. Cring, TODAY about choice General Agency openings evoliable with 


PACIFIC NATIONAL LIFE ASSURANCE CO. 


nder- UNITED BENEFIT LIFE INSURANCE COMPANY 411 East South Temple © Salt Loke City, Uteh 
‘ourth Ray H. Peterson, President © K. W. Cring, V.P. & Supt, of Agencies 


2 Sit | OMAHA, NEBRASKA 
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o-* another milestone of Outstanding Progress 


Acacia Fieldmen from coast to coast, together with their families, will meet in Washington August 22 
through the 25th to celebrate a great occasion — the opening of a new addition to our Home Office 
building. The ceremonies will take place within the very shadow of our Nation’s Capitol. 


The new addition will mark another milestone in our record of outstanding progress. We dedicated 
our present building in 1936 and now, only 18 years later, we are more than doubling our space. 


There are many factors which contribute to Acacia’s growth and development and they are all part 
of a program that has a single objective: To provide the finest life insurance protection available at 
the lowest cost possible consistent with safety. We firmly believe that what is best for the policyholder 


is best for the Company. 


To make this philosophy of operation effective, Acacia, many years ago, took two revolutionary steps: 


(1) We materially reduced our premium rates so that today Acacia has the lowest pre- 
mium rates of any mutual life insurance company. 


(2) We introduced an entirely new concept of agency compensation, which we felt would 
be fair and equitable to both our field representatives and policyholders alike. 


Under this unique agency contract, Acacia Fieldmen are encouraged to write only quality 
business for which they are paid generous first year commissions and in addition substantial 
twice-a-year bonuses, plus a lifetime monthly income for servicing the business they have pro- 
duced. Thus, an Acacia Fieldman is not only assured of the opportunity to build a successful 
career, but he also knows that he is building on a permanent foundation and that he can look 
forward with confidence to financial security during the sunset years of his life. 


We were confident that these two basic principles of operation were sound at the time they were adopted 
and the success the Company has enjoyed through the years proves that we were right. When our 
Fieldmen gather here in Washington in August to open the new addition to our Home Office building 


we will, one and all, rededicate ourselves to serving our policyholders and their beneficiaries faith- 
fully and well. 


ACACIA MUTUAL LIFE INSURANCE COMPANY 
William Montgomery, President 


Home Office: Acacia Building Washington 1, D. C. 





